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Nineteen Twenty-Three completes the thirtieth year ef this Company's successful 
operation and uninterrupted progress. To build a substantial service-giving organi- 
zation, big enough to have unquestioned strength, but small enough to maintain 
close and human relations between the Home Office, the Field and its Clients, and 
to especially merit the patronage of the citizens of its Home State, is the already 
realized goal and ambition of the 


Illinois Life Insurance Company, Chicago 


JAMES W. STEVENS, President 
GREATEST ILLINOIS COMPANY 





To men whe are able to write good risks for good money, we offer a picasant, 
au profitable and permanent connection. Fa - XH. £).-— Lh 

















Down to Ten Years 


For that little youngster, barely starting out in life, 
you, the Central Life man, have a policy. You can 
write minors on standard policies down to ten years 
of age on rates adopted to actual ages of insured. 
Think what that means. Think what a broadened 
scope of operation you have. There are countless 
prospects of younger ages in every community to 
whom you can make a direct appeal. 


The Central Life offers this as only one advantage 
among many for an agency connection. If you are not 
permanently connected, write for particulars as to 
agency openings in any of the following states: 


Illinois lowa Missouri 
Minnesota South Dakota Nebraska 
Kansas Texas Michigan 
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The Central Life Insurance Company of Illinois 
OTTAWA, ILLINOIS 


Operates in Illinois, lowa, Minnesota, South Dakota, Michigan, 
Texas, Kansas, Missouri and Nebraska 
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GROWING TENDENCY TO 
ACCEPT SUB-STANDARD 





Aetna Life Is Latest Entry in 
Field Where It Has Written 
Sparingly So Far 


ANNOUNCES ITS POSITION 





Estimate of 10 Percent Rejected for 
Standard Considered Low for 


New York City 





the 


NEW YORK, 


life insurance companies of the 


4 Although 
country 


Jan 


are fully as rigid in their medical selec 


formerly, and indeed 


tions 
offices are even more critical, there is a 


as 


growing tendency to accept sub-standard 
risks, rating up the applicants, of course 
their im 


according to the measure of 


The Aetna Life, which in past 


sub-standard 


pairment. 


years has accepted bus! 
ness rather grudgingly, has advised of 
its willingness to consider all applicants 
and 


latest 


character submitted it on 


In 


of this 
after Jan. 1. 
departure the company says: 

“Heretofore the Aetna Life has limited 
its sub-standard business to overweig] 
and a few of the more hazardous occu 
pations. Conforming to its policy of 
mecting all legitimate demands to extend 
insurance protection, however, it has 
made an exhaustive study of the general 
sub-standard field, and has worked out 
a plan whereby persons with certain or 
ganic physical defects. which previously 
barred them from enjoying the benefits 
of insurance, can now obtain the pro 
tection from this company. 


announcing its 


Its 


Outlines Four Classes 
“Experience has shown that 
mately 10 percent of the applicants for 
life insurance are unable to the 
rigid physical examination required to 
place them in the standard classification. 
Statistics prove, on the other hand, that 
under 


approx! 


pass 


many persons who are over of 

weight; who have faulty hearts, tuber 
cular tendencies, or various other im 
pairments, frequently outlive those who 
betray no such symptoms at the time of 
the examination. Under the Aetna Lite 
plan, those who are unable to pass the 


standard examination will be divided into 
four classes, to be known respectivel) 
as A, B, C and D. They will ac 
cepted in amounts not to exceed $100,000 
under the first or Class A rating, with 
proportionate reductions in the less de 
sirable classes. All risks accepted under 
these classes will pay an additional pre 
mium, and will be given a higher age 
rating. If at any time a medical exam 
nation in connection with new insurance, 
or a special examination at the insured’s 
expense, shows that he has become 
eligible for insurance at standard rates, 
the policy will be rewritten at the orig 
inal age with standard values, and th: 
difference between the cash value of the 
old policy and the rewritten policy will 
be refunded to the insured.” 

The statement made above that 


be 


“expe- 





certain | 


DEATH OF PRESIDENT | 


MUTUAL BENEFIT LOST CHIEF | 


Frederick Frelinghuysen, Prominent in 


Life Insurance World, Expired Fol- 
lowing an Explorative Operation 


NEWARK, N. J., Jan. 2.—Frederick 
Frelinghuysen, president of the Mutua 


Benefit Life, died last week following a 





major operation, M Frelinghuysen 
was forced to submit to an explorative 
operation about two months ago and 
Was operated on again last Friday. Mr 
Frelinghuysen’s death, however, was 
very unexpected. He had been at the 
head of the Mutual Benetit since 1902 


He was one ot 


He was 74 years of age i 
ithe most prominent citizens of New 
| Jersey, being a son of Frederick 1 

Frelinghuysen, secretary of state of the 

United States in President Arthur's 


cabinet, and a cousin ot | Freling 


huysen, well known fire insurance official 


who recently retired as United States 
senator from New Jersey. Mr. Freling 
huysen’s father was also a United States 
senator. 
Succeeded Dodd as President 

Mr. Frelinghuysen became a director 
of the Mutual Benefit in 1890, at which 
time he was president of the Howard 
Savings Institution of Newark When 
Amzi Dodd died 12 years later Mr 
Frelinghuysen was elected to succeed 


him as president 


Mr. Frelinghuysen graduated from 
Rutgers College in 1868 and was an at- 
torney in Newark until he entered the 
banking business At the time of hits 
death he was treasurer of Rutgers Col 
lege 

Mr. Frelinghuysen achieved distinction 
in a social way not only in Newark, but 
throughout New Jersey He took an 
active part in the upbuilding of the 
Mutual Benefit During most of the time 
that he served as president of the com 
pany Mr. Frelinghuysen lived in the old 


| Frelinghuysen homestead facing Military 





two blocks from the 
home office of Mutual Benetit Mr 
Frelinghuysen continued his residence 
at the old location until ground was 
broken for \ Athletic Club i 


short time ago. 


Park and 


about 


the 


the ne 


rience has shown that approximately 10 
percent of the life insur 
ance are unable to pass the rigid physical 


applicants tor 


examination required to place them in 
the standard classification doubtless re 
fers to a country-wide survey of risks, 
and not to those of any particular city 
or section. Here in New York the per 
centage of rejections is held to be con 
siderably higher than the average, at 
tributable to the high rervous strain to 
which business men are subjected 
Broadly speaking, men resident in the 
large centers work at higher pressure 
than do those living tn the towns or 
country districts, and are likewise more 
intense in the pursuit of pleasure. It not 


infrequently happens that business men 


of the metropolis who have attained 
anywhere from 40 to 50 years of age, and 
through strenuous application have 


amassed considerable wealth, find them 


selves unable to pass medical examina- 
tions as standard risks. This may b 
(CONTINUED ON PAGE 10) 


MADE VICE-PRESIDENT 


FISHER E. SIMMONS’ CHANGE 


Becomes Vice-President of 
Service Bureau With Headquar- 


ters at New Orleans. 





Fishe Simmons, assistant secre 
tary of the Pan-American Life of New 
Orleans, has been elected vice-president 
of the American Service Bureau of Chi 
cago as of Jan. 1. Mr. Simmons has tor 
the past tour and a halt vears been cx 
nected with the new nsurance depart 
ment of the Pan-American, giving a 
great deal of the time and study to the 
company’s ion department He 

| *: theret ially fitted to take uy 
| his new For some time Mr 
| Simmons had charge of the 
health an t department of t! 

| Pan-Amer g interested in this 
| branch ! business H« wave in 
jaddress at the last annual meeting ol 











FISHER E. SIMMONS 
the Health and Accident Underwriters 
Conference at Mackinac Island last 
summer and made a very favorable in 


pression 


To Have New Orleans Office 





Executive offices tor the American 
Service Bureau will be opened in New 
Orleans with Mr. Simmons in charge. 
The American Service Bureau contem 
plates very greatly broadening its serv 
ice to companies that are members ot 
the American Life Convention. Plans 
are now under way which will result im 
the organization of several new depart 
ments of service for lie companies 
Most important of these will be a de 


for the personal inspection ot 


examiners for American Life 
Another department will 


partment 
medical 


conipanies 


take up the work of occupational and 
health surveys, and still another will be 
devoted to the inspection of mortgage 
loans 

] G. Simmons, vice president of the 


president of the 
father 


Pan-American Life and 
American Service Bureau, is the 
Fisher E. Simmons 


or 


| 
American 


| REVIEWS FIVE YEARS’ 
GROWTH OF BUSINESS 


| 
Remarkable Developments in Life 


Insurance Outlined by 
Elston 


IS BIG ECONOMIC FACTOR 





Address Before Scientific Meeting by 
Travelers’ Actuary Presents Sum- 
mary of Great Stides Made 





| ‘ 

\ comprehensive review of the prog 
j} ress of life insurance during the last 
hive years was given by James H. Els- 
ton, assistant actuary of the Travelers. 


speaking befor the section of social and 


economic scrences of the American As 
| sociation for the Advancement. of 
sciences at its meeting in Cincinnati 
this week Mr. Elston included all 
phases of life insurance development in 
his adddress, but those of chief interest 
te hte underwriters were, in part, as 


follows: 
life 


savings mm 


Even were insurance by its very 


nature as a Stitution not en- 


titled to consideration along with other 
economic tactors in the development of 
the country, it would be fitting to re 
view its history now because the legal 
reserve life insurance in force in this 
country has just passed the enormous 
total of $50,000,000,000. Five years ago, 
when $30,000,000,000 was reached, it 


might well have been a good topic for a 
! whether or not life insur 
ance had reached the saturation point. 
A consideration at that time of the sta 
tistics of the carlicr development of the 
did not forecast the 
phenomenal growth of the last five 
years We becoming accustomed 
to large figures in connection with in 
flated currencies but I doubt whether 
any of us can appreciate the full signifi- 


debate as to 


business certainly 


are 


cance of $50,000,000,000 legal reserve 
life insurance protection on the lives of 


residents of the United States 

As may be implied from the following 
table summarizing the life insurance in 
force at representative periods during 


the last 60 vears, this has doubled in the 
last 6 vears or in onlv half as long a 
period as it took for the previous such 
increase 


Life Insurance in Force 


ORDINARY 



















we « No. of Amount of 
1 mnies Policie 
18 65,252 $ 
59 RO4.444 
17 739 73 
1 1,531 of 
i? 4.160 8,701,587,912 
155 6.945 11,486,.518,261 
24 8,159 16,555,901,171 
14 11,581 21,965.594,232 
14 12,768 24,167,111, 902 
‘28 15,715 29,273,114,680 
238 16,694.56 a 
"44 17,684,688 
‘41 18,814,140 
INDUSTRIAL 
No. of No. of Amount of 
Companies Policies Insurance 
4 590.053 56.564.682 
13 5.125.866 5 533,745 








2 
No. of No. of Amount of 
Companies Policies Insurance 
17 13,448,147 1,806,894,473 
23 18,849,357 2,577,896,941 
26 26,696,067 3,708,892,514 
27 38,763,599 §,223,415,465 
30 41,852,179 5,703,198,032 
38 51,294,766 6,607,011,903 
37 49,804,808 7,189,852,248 
44 54,096,515 8,006,119,747 
45 §8,283,139 8,886,519,078 
New Life Insurance Paid-For 
Ordinary Industrial 
Ending Amount of Amount of 
Dec. 31 Insurance Insurance 
1862 ... 4 43,471,429 : 
1872 : ‘ 489,924,857 
1882 257,517,216 §$ 
1892 988,066,419 J 
1902 1,726,754,525 611, ‘97 9. ‘938 
DT «rcasaee 1,345,147,040 576, 203.742 
BUSS ccccecce 2'240.434,665 $42.041,252 
3,840,133,213 1,050,903,830 
$,987,715,219 1,143,044,245 
7'010.111,469 1,304,738,561 


8,489,970,668 
6,787,343,731 
7,506,249,499 
4,128,028,171 


1,942,821,308 
2,268,021,619 








2,519,613,588 132,377,443 

1883-92 256,048,955  1,655,170,700 

1893-02 11'894'061,507 4,794,022,258 
1903-07 8,607,895,901 3,078,091,7 
1908-12 9,284,685,327  3,737,331,55 
1913-17 14,680,604,095  4,738,139,37 

1918- 33,781,390,586 8,274,099.869 

The total gain in insurance in torce 


during the last five years was practically 
three times the gain in the preceding 5 
It was the equivalent of the gain 


years. 
of the preceding 27 years. The gain in 
the last 5 years in ordinary insurance 


alone was three times that of the preced* 
ing 5 years or equal to that of the pre- 
ceding 30 years. If the United States 
government life insurance be included 
in this comparison, the gain in ordinary 
life insurance in the last 5 years was 
greater than in all previous history. Life 
insurance was first issued in this coun- 
try by an American corporation in 1761, 
but the first progress commenced in 
1843. The gain in 5 years is as great as 
in the omeatinen @ 75 years (or 157 years, 
if vou prefer). 

The new ordinary 
in 1922 was more than $7,500.000.000 or 
almost double that in 1917, despite the 
fact that business had not fully recov- 
ered from the depression of 1921. The 
latest report from the United States de- 
partment of Commerce including spe- 
cial reports from companies having in 
force about 77 percent of the total life 
insurance in this country covers the new 
business of the first ten months of last 
year and indicates about 20 percent in- 
crease over the corresponding period of 
1922 so that if a similar situation con- 
tinue to hold during the balance of this 
year, 1923 will probably exceed the 
phenomenal year 1920. 

In other words, 1923, a normal vear 
(in far as such a year ever exists) 
will surpass an extraordinary year 
whose production was the result not 
only of the normal culmination of in- 
surance education and effort, but of sev- 
eral other powerful factors. 


business paid for 


so 


Other Developments 


The most remarkable development of 
ordinary insurance in recent years is 
group insurance which is now defined 
by law and insurance department rul- 
ings in several of the larger states. The 
first contracts were issued in 1912 fol 
lowing considerable discussion, but most 
of this insurance has been issued within 
the last five years. This is illustrated 
in the following table which is compiled 
from several sources and made the most 
comprehensive possible: 

Group Insurance 


In Force Death Claims 
31 





Year Dec Incurred 
1912 $ 13,083,198 22,440 
| RNR Ree 28,529,264 84,170 
Sea 61,658,645 249,490 
SUED acdeeus 96,150,674 633,455 
1916 148,000,899 983,032 
Seew enseae 340,318,172 
See asewseces 607,844,581 
a  wakons wen 1,108,017,412 
Se os eaeecac 1,636,487,773 
tn e<tvesenne 1,593,177,263 
1922 sceceun ene 1,843,282,289 11,7 739, "853 


The economic significance of the $2,- 
000,000,000 life insurance almost en- 
tirely on the industrial and clerical 
workers of the nation, thus protecting 
families that in most cases most needed 
protection, is difficult to realize 

Numerous cases arise where 


life in- 





1,615,474,136 | 
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FIGURES ON 1923 BUSINESS 











RELIMINARY reports from the 
life companies on 1923 business, 
sent to THe NATIONAL UNDERWRITER 


this week show notable increases in paid 


business over last year’s figures and a 
much better condition of the business 
gener rally, as indicated by the increases 


in insurance in force that are reported. 
In the majority of cases 1923 has proven 
the banner year for production of new 
business and in addition renewals have 


Mutual 
Central 
Life, Mich. 
la. 


Acacia 
American 
American 
Bankers, 
Bankers 
Berkshire ....... 
Bus. Men's Assur 
Capitol, Colo, ....... 
Chicago National . 
Connecticut Mutual 
Conservative, La. 
Conservative, 
Des Moines Life & 


Durham Life ........ 
Equitable, Ia. ..... 
Farmers & Traders.. 
Farmers National Life 
Federal Life, Ill. ‘ 
Fidelity Mutual 
Franklin Life . 
Grange Life, Mich.. 


Great Northern, Ill... 
Great State, Kans 
Great West, Canada. 
Guaranty Life, Ia. 
Guardian Life, N. Y¥ 
Home, Ark. . ws 
Illinois Life ...... 
Indianapolis Life . 
Inter-Southern, Ky 
John Hancock, ord 
tt Pe. BEE cosccscartetsunwe 
Lamar Life .. ; 
as., Tenn 


National 


Lincoln wise ieie'd 
Mut., Kans 


Manhattan 
Maryland Assur. 
Maryland Life . . 
Massachusetts Mutual 
Midwest Life, Neb 
Missouri State Life 
Mutual Life, Ill. 
Mutual Life, N. Y¥ 
Mutual Benefit 
National Guardian 
Naticnal Life, U. S. 
National Life & Acci 
National Savings 


New England Mutual 

New York Life. ag 

North American Nat........... 
Northwestern Mutual .......cescccess 
Northwestern Nat. 

Old Line, Neb. 

Old Line Life, Wis.. 

Pt Se ccccethehotwehewes nade 6 ceeee ees 
Peoples Life, Ill 

Peoples Life, Ind. 


Phoenix Mutual 
Postal Life, N. ¥ 
Public Savings .... 
Quick Payment. Mo 
teserve Loan Life 
Rockford Life ‘ 

St. Louis Mutual. 
Security Life, Ill... 
Security Mutual, N. Y. 
Security Mutual, Neb 
Shenandoah Life 
Standard Life, 
State Life, la 
Travelers , 
United States Life 
Universal Life, la 
Volunteer State 
Western & Southern 


*Not yet reported 


desirable that do not come 
definition of group insurance 


surance 1s 
within the 


and yet where for various reasons the 
methods of underwriting, payment of 
premiums, etc., usual under individual 


contracts are not necessary or desirable. 
This field wholesale insurance has 
developed exclusively since the 
war 


of 
almost 


Disability and Double Indemnity 


Perhaps the most significant develop 
ment life insurance during the last 
five years from the standpoint of the 
ordinary policvholder is the greater 
benefits provided under disability provi 
sions. The first such benefit, analogous 
to the one at present issued, was intro- 
duced in 1904 as an agreement to waive 
the payment of all future premiums in 
event of total and permanent disability, 
so that life insurance could be kept 
without a drain upon the policyholder to 
pay his premiums. In 1911 this benefit 
was increased to provide for the pay- 


of 


| becn much greater, bringing the increase 


in force figure to new high points in 
many cases. The figures, some of 
which were wired to THE NATIONAL 


UNDERWRITER, are approximates, in most 
cases figured on business up to Dec. 29, 
though they are very nearly the figures 
that will be hung up for the final report 
of the year. The company reports thus 
far received on last year’s business are 
as follows: 


New Pd New Pd. Inc. of 

Business Business’ Ins. of Force 
1923 1922 1923 

$ 40,000,000 $ 39,898,000 $ 28,000,000 
40,000,000 31,968,000 20,000,000 
12,500,000 365,075 6,000,000 
113,500,000 112,824,820 418,000,000 
18,600,000 17,558,807 4,250,000 
19,000,000 15,925,856 13,062,624 


2,500,000 
000,000 
2,980,000 
48,000,000 
. 


.172,480 
9,000,000 
4,492,000 
,000,000 6 
600,000 


,226,000 
027,404 
000,000 

275.000 





8 
7 
5 
4,300,000 
6 
7 








































5,500,000 4,587,029 2,840,000 
4,015,800 3,761,800 1,500,000 
411,500,000 +8,410,719 . 
59,649,000 52,965,000 6,684,000 
3,020,000 2,009,500 11,000 
8,676,841 7,318,956 4,128,000 
15,000,000 10,594,000 5,000,000 
48,600,000 39,000,000 28,000,000 
31,755,019 24,768,237 14,981,755 
3,860,000 2? 850,000 . 
5.100.000 2,888,000 3,500,000 
2,050,000 2,275,000 7,250,000 
5,000,000 56,000,000 34,000,000 
6,982,123 6,976,000 3.125.000 
43,000,000 35, 20,000,000 
8,000,000 4,850,000 5,000,000 
25,500,000 22,000,000 9,000,000 
10,000,000 9,037,825 5,800,000 
22,500,000 14,191,825 11,710,138 
rR 000,000 144,000,000 104,000,000 
000,000 107,000, 000 62,000,000 
800,000 6,416,853 5.700.000 
10,000,000 6,677,660 3.322.340 
110,000,000 84,000,000 60,000,000 
2,738,000 1,800,000 1,553 
4,000,000 3,805,133 2,000,000 

2 100.000 1,781,930 500,000 
165,000,000 150,468,000 99,000,000 
° $50,000 2 486,990 870,000 
150,000,000 104,383 609 90,000,000 
4,500,000 54 2. 400,000 
100,000,000 . 
195,000,000 s 
5,491,993 ; 3,564,785 
30,000,000 27,000,000 13,000,000 
17,500,000 13,819,450 11,000,000 
1,125,000 1,134,000 900.000 
95,847,000 87,791,327 58,387,242 
693,000,000 606,000,000 250,000,000 
3,000,000 500,000 1,800,000 
100,000,000 5RTIR65 175,000,000 
$1,000,000 163,882 20,000,000 
5,200,000 6,590,868 75 
000,000 19,484,536 000 
7.000 "545.000 000 

000 2, 800,000 500,000 

A476 5.594.747 2 806.000 

00 46,692,893 c 000 

4.2 000 $000 000 RH0,000 
43,000,000 5 19,000,000 
4 792 9 4,000,000 
15,; 3, te 5.500.193 
3. 500. 000 2,886,404 1,500,000 
92° 000 826,109 485.000 
12,510,000 10,610,000 6.100.000 
13,000,000 10,934,067 3.500.000 
$000,000 2 943,000 1,700,000 
13,709,315 11,571,644 7.000.000 
2,500,000 2,300,006 1,600,000 
13,750,000 47 1, 000 8 000,000 
690,800,000 q 381,000,000 
3.877.790 720,228 
1,836,500 1.280.500 





250,000 


14,000,000 
65,000,000 


118,000,006 


000 000 


tIncludes revivals 


ment of the face amount of the insur- 
ance in 20 annual equal installments, 
the balance of the insurance, of course, 


being paid in a lump sum in event of 
death. This avoided the payment of 
premiums and gave a small income ob- 
tained, however, as partial prepayment 


of the policy itself. In 1913 this benefit 
was further increased to provide the 
| equivalent of maturing the policy for 


its full face value upon ap meena of per- 
manent and total disability. It was not 
until 9116 that the present disability 
provision in its essential form was 
| adopted, providing for the waiver of 
| premium and the annual payment of 


$100 per $1,000 following disability with- 


eut reducing the amount of insurance. 
he present clause in general use is the 
same except that a monthly income of 


$10 per thousand is paid without im- 
pairing the insurance. Various modifi- 
cations of this are in use among which 
is one that provides that disability in- 
(CONTINUED ON PAGE 10) 
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CAPITAL Is INCREASED 


DECLARES STOCK DIVIDEND 


Cleveland Life Returns Contributed 
Surplus to Stockholders Increas- 
ing Capitalization to $375,000 


The Cleveland Life has announced the 
return to its stockholders of contrib- 
uted surplus in the form of a stock 
dividend of 50 percent. 

In the early years of the company the 
subscribers to its capital stock paid a 
premium for their holdings. The sur- 
plus thus contributed has been relied 
upon to carry the company through its 
early constructive period and has re 
mained with the company as a factor in 
its financial strength. 

The affairs of the company now show 
the condition of its surplus to be more 
than ample to provide for all possible 
continge ncies, and, furthermore, suffi- 
cient to warrant the distribution of a 
portion of the surplus as originally paid 
in by the subscribers, in the form of a 
stock dividend of 50 percent amounting 
to $125,000. 

At a specially called meeting of the 
stockholders held Monday action was 
taken increasing the authorized capital 
stock from $250,000 to $500,000. Im- 
mediately following the board of direct- 
ors met and declared dividend of 50 
per cent of the increase, to be distrib- 
uted to the stockholders, and the re- 
mainder of the authorized increase to 
remain in the treasury to be disposed 
of in such manner as the board of di- 
rectors will hereafter determine. 

The Cleveland Life began business in 
1907 The present management as- 
sumed control early in 1909. President 
William H. Hunt states that the 17th 
annual review which will be presented 
to the annual meeting of the company 
in January will show the usual yearly 
substantial growth and de ‘velopment. 


ASK INCOME TAX EXEMPTION 


Movement Launched in Canada to Have 
Life Insurance Premiums Excluded 
—Reasons Given 


2AL, QUE., Jan. 2.—Con 
agitation is evident in Canada 
at the present time to have premiums 
payable on life insurance policies ex- 
empt from income tax The Under 
writers Association of the Eastern 
Townships of Quebec 


MONTRE 


siderable 


is drafting a pe 


tition to be presented to the minister 
of finance, in relation to this matter. 
the petition being based on the follow 
ing arguments: 


1. A life insurance policy will save 
a man from becoming a dependent on 
the public in his old age. 

2. A life insurance policy will save 
a man’s widow, orphans and other de 
pendents becoming a public charge, for 
maintenance, education, etc. 

3. Poverty has long been accepted 
by social economists as a fruitful source 
of crime, especially amongst the young, 
A life insurance policy saves the family 
from poverty. 

4. A life insurance 
and sane method of saving money. re 
sulting in the aggregate in vast sums 
being available for promoting the finan 
cial, commercial, industrial, and trans 
port enterprises of the country, not to 
mention the operations of the federal 
and provincial governments. 

5. Great Britain for many years has 
recognized these stupendous benefits by 
permitting the income tax payer to de- 
duct up to one-sixth his income if 
paid for personal life insurance before 
arriving at the net income for taxing 

It is expected that the example set by 


policy is a safe 


of 


this association will be followed by 
other local organizations 

E. H. Lestock Gregory, well known 
representative of the Aetna Life in tos 


Angeles, Cal., will leave this month for 
an extended visit abroad 
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EXPENSE CUT PERMITS | 
INCREASE IN DIVIDENDS 








Interest Item Other 
Factor in Recent Favorable 


Important 


Showings 


NOT A MORTALITY SAVING 





General Improvement Maintained, but 
Not Accountable for High Peak 
Dividends Now Issued 


NEW The tendency 


for 


YORK, Dec. 29.- 
to 


companies increase di 
: } 


schedules is due to savings on 


and increased interest earnings rather 
than mortality this year, in the opinion 
of actuaries in the east. Increases which 
were made last year and the year be- 
fore were in parta reflection of the low 
mortality rate which has been main- 
tained by most of the companies during 


this year. 

The improved mortality of recent 
years is felt by some to be a reaction 
from the influenza epidemic. The 
theory is that the epidemic carried away 


in the average the weal people, thus 





leaving a rather selected group. There 
is no doubt that there has been a real 
improvement in mortality since the epi- 
demic. Following the war, of course 
there was a much better opportunity to 
invest life insurance funds at higher 
rates of interest, and this has gradually 
been reflected in increased dividends 


Expense Item Considered 












the 
economic 
to a 
overhead ratio. 
1e level premiu 
against he 
money iron 
reserves on 
large volume 
parently expense 
‘reat enough to overcome the new busi- 
reserve factor. 
Although, of course, the 


, 


As to 


expense 


known 


ume 


certall 





up 


new bu 


is bein: 


have 


Savings 


ness 






1 ! 
dividends is largely an individual prob- 
lem, each participating company basing 
its new dividend schedule on its ow! 
experience, the element of competition 
is bound to enter in to some extent 
With some companies this 1s more apt 
to be the case than with others. It is 
felt here that companies which are writ- 


ing their 
law will place less con 


matter of competition 


sideration on the 
ght those 
the ac- 


t 
full quota under the New York 
1 
t 


than m1 


unlimited it 








companies who are 

isition of new business and who tor 
one reason or another are anxious to 
increase rapidly the volume: on_ the 
books. 

Dividends at High Point 

Some dividend increases of recent 

years have been to some extent a re- 


turn to the old dividend schedules prior 
to the retrenchment during the big epi- 
demic. Usually, however, where greater 
dividends have been announced for 
1924. the dividends will be greater than 
at any time previous. 

The company whic late in an- 
nouncing an in in dividends, while 
of course dependent on its own experi- 
ence cannot but be influenced by pre- 
viously announced dividend increases of 
other companies. Nevertheless, what 
the others are doing can be overlooked 


h is 
’ 





if necessary, as was well illustrated dur- 
ing the influenza epidemic, when a num- 
ber companies cut their dividend 
schedules in the face of the policy of 
others who maintained their usual net 
costs with the idea of making up the 
money taken from surplus in later 
years, 
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POLICYHOLDERS FAVOR MOVE 
Merged Company To Be Called Royal 
Union Life—Guaranty Fund Share- 
holders Buy Building 


DES 

















APPROVAL UNANIMOUS|BUYS 











LIFE INSURANCE EDITION 


FIRST NATIONAL SEE DANGER IN PLAN 


DAKOTA COMPANY PURCHASED | 


Continental of St. Louis Obtains 
Control of Company and Will Make 


Some Readjustments 


Control of the First National Life of 




















MOINES, 
special meeting of tl Pierre, S. D., has now been acquired 
the Roval Union M the Continental Life of St. Louis, 
ce isider the I ) percent of the outstal ge cal tal 
ger with the State CK Naving been | sed by t St 
notable for its | is compan No definite ! 
unanimity of a r nt has be¢ mad s to e p 
The number of ac ugh the two companies will wor! 
meeting litt = gether in harmony and probab! 
Presid + 1) < ted was ] ves ome 1 of the ¢ tal ] e will ! 
number « S ever 1 te e i 1 th . lagement the 

meeting of the Royal Union in the Life. C. W. Martindal 
genera nN nage ( 
he merge Life, will re« , ct 
se ¢ t! ~ r ft t « 
the r. y e elects rt 
he . ft ital Life at its next 
< dd 1 neg. 
Ia - Adds Good Business 
tarv Sidne purchase of control of tl Rivet 
< ve views Life s at lly t t 
solidati of the Continental | I 
ssities < 4 ’ cc to ¢ las | 
siness eacl Stat ] admitted ( 
ern require £9 O31.918 It is « ] d t $°50.000 
Ss d showed a s S « $160.1 i 
n ; +1 | ’ 
A. C. Tucker Speaks frst: sage A mney Dipathey iF cnege Bird > Was 
16,000,000 and the « npanv was 
the ad oO < t < t ct Cc t ti T e ¢ £4 000.000 " 

t Jackson es d \ ( s ¥ s s s p ] pass 
Pucke resident the State Life to | $5,000,000. It is expected that this year 
the licvholders’ meeting, who assured | will close with $17,000,000 ir ] 
the pe id that his | pret ul n 1 1922 was $440,000 
tion wit the sent ‘ t of | total income being $576,622 
the Royal Uni he would « eavor to| The Continental Life has a ts of 
preserve tl | ideals this org | ay roximately $6,400,000 Che « 
ion has always s 1 for t! ir- | mal great stride 1 is t 

nee field and to e his best ¢ s to| business at tl ite of $25,000,000 $ 
the pu iz oft é < s ed « ear I P Mels Ss es ent ’ \l 
i ‘ ence as one} Harper and C. D. Bolin are vic 
ot the west | « ts and James De Witt Mills is 
‘ tie ct t | tary 
e ul id 
tories. the State ) INDIANA EXECUTIVES MEET 
— 1» rt | 
| 7 ‘+ 
~ - he H. M. Woollen of American Central 
Cs, ‘ } 





A. C. Tucker and William both 
outstanding life insurance men of high 
character ind 

of the highest 

agement of the 

congratulation 





holders. 


Points of Contract 
The essential points of the contract at 
hat the State | é mec 





y ( « 
Life Com} anv” and reinsures the policies 
of the Roval Union Mutual exactly as 
written and assumes all other obligations 
of the Royal Union Mutual, and the 
guaranty fund of the Roval Union 
Mutual is retired. by the State Life, 
which purchases it and cancels the 
shares. The guaranty fund stockholders 


purchase the Roval Union Life Building 
from the consolidated company, paying 


for it the full book value and cost to 
the Royal Union Mutual, which amounts 
to $640,000, and the new owners enter 


into a twenty-year lease to the new com- 
pany for adequate home offices The 
name of the building will continue to be 
“Royal Union Life Building.” 

It is expected that the action will be 
formally approved at the annual meet- 
ing of Royal Union policyholders Jan. 8 


Elected President of State Associa- 
tion of Life Companies 





OF SHOPPING BUSINESS 





|Growing Tendency to So Place 


Substandard Risks Viewed 
With Apprehension 





RESULT OF COMPETITION 





Brokerage Business Follows Lowest 


Quotation and Breeds Leniency 


Among Companies 





YORK, Dec. 31.—Many actu- 
edical men of the life insur- 
that 


NEW 
, nd m 


es ( 





ince companies feel the growing 
custom of agents “shopping around” 
with sub-standard business, trying to 
place it with the company whose rate 
is most favorable to their client, is a 
very rous one 
\t hought it might seem, say 
tie < that if the rates of any given 
r iny are safe on sub-standard basis 
it does not make any difference whether 
the business comes from the company’s 
OV agent, or if it has been shopped 
d and placed with the lowest bid- 
( but a little examination into the 
ject and a consideration of the sub- 
st ird business in the mass will im- 
mediately sh that there are possibili- 
ties of great loss growing out of this 








t is quite well established that al- 
though little is known about sub-stand- 
d compared with standard business, 
s tandard business of the company’s 
own agents can be written on a satistac- 
tor basis Undoubtedly the rate is a 
little too low in some places and a little 
too high in oth but by writing all of 
the business b ght in by the com- 
pany’s own a in average is ob- 
tained 
What is the situation as soon as the 
broker begins to get bids on his busi- 
ne from a number of different compa- 
nit Suppose that company A has had 
excellent experience with over- 
we hts The business of this class 
ht in by its agents has proven 
profitable. The medical and actuarial 
departments of the company are in- 
clined to be lenient in this direction and 
will accept over weight business at little 
| if any increase over the standard rates. 
| Company B has had excellent experi- 
ence with railroad workers, It accepts 
trainmen, such as engineers and con- 
doctors, almost at a standard rate, They 
have. proven a very profitable class for 
the company, but neither company has 
had a favorable mortality on the line 
favored by its competitor When the 
agents of other companies start bringing 
in railroad risks and over weights a dif- 
ferent condition will exist A different 
class of over weights and railroad men 
will be brought in and each company 
is apt to be loaded up with a lot of un- 


At the annual meetir of the Indiana 
Association of Legal, Reserve Life In 
surance Companies, held at Fort Way: 

H. M. Woollen, president of the At 
ican Central, was reelected presid 
1924 Arthur F. Hall, president of 
the Lin National ] _ was reelected 
vice-president G. L. Stayn é 
retary of the Reserv Loan Life is 
reelected secretarv-treasurer The oth- | 
cials of the Indiana life r e 
panies held a full day's i ot] 
ré discu is On topics of spe- | 
to the It liana con 5 | 
lition to the officers, t fol 
lowing were present: Harry Wils | 
vice-president, American Central Life; | 
D. C. Trent, Conservative Life \ E. | 
Workhoff, president Lafayette Lif 
john W. Dragoo, secretary We tern | 
Reserve Life H. E. Sharrer, preside t | 
\. H Ta er trea t ] I Bo 
berger, counsel, Lloyd Thompsor ’ 
tuary, and J. J. Ruff, director, all of t 
Northern States Life: A. L. Proteus, 
cashier Indianapolis Life; Walter 1 
Shepard, vice-president and manager ot! 
agencies, and Franklin B. Mead, secre 


tary and actuary, Lincoln National Life; 
E. O. Burget, tary Peoples Life: 
1. E. Kenney, Farmers’ National; Carl 
G. Winter. president, and Charles Folz, 
secretary, Public Savings. 


Joins National Life & Accident 


secre 


L. C. Cox, formerly connected with 
the Mutual Life of Baltimore as assis 
tant actuarv, has joined the National 


Life & Accident of Nashville in a simi- 


lar capacity. Mr. Cox is a graduate 
of Cornell University and was at one 


time instructor in mathematics in 


Purdue University. 





desirable business. 


Follow Lowest Quotation 


Then again, take any individual sub- 
standard risk and submit it to three 
companies. It would not be at all un- 
usual to have one of them rate it 150 
while another will rate it 175 and the 
third 200. Who gets the business? Nat- 
urally the company that rates it 150, 
Ii a risk is submitted to a half dozen 
companies three of them will be low 
and three high. Perhaps the average 
is the correct rate. This is a natural 
assumption. The business goes to the 


company with the low rate. In all pro- 
bability the company with the low rate 
is the one in error. The more extensive 
this “shopping” around becomes, the 
greater is the percentage of sub-stand- 
ard business placed with the conipanies 
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Our Agents Have 
A Wider Field— 
An Increased Opportunity 


Because we have 


Age Limits from 2 to 60. 

Policies for substantial amounts (up to $3,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Fam- 
ily’s insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly 
premium plan. 

Participating and Non-Participating Policies. 

Same Rates for Males and Females. = 

Double Indemnity and Total and Permanent Disability features for Males 


and Females al’ke. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL. 














Northwestern National Life Insurance Company 


Mutual, with unexcelled dividend factors. 
Mortality, 1922, 42%. 

Interest earned upon mean invested assets 6.15%. 
Assets of $109 to each $100 of liabilities. 


1917, $54,193,000 
1922, $152,530,000 


Excellent direct general agency contracts available for Mis- 
souri, Kansas, Southern Obio and Virginia 


Business in force, Dec. 31, 
Business in force, Dec. 31, 














THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY YEARS of prosperous and successful busi- 
ness. It has passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


Those ccnsidering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 

















THIS YEAR 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 


Completes Four-Score Years of Public Service 





This Company, the First Mutual, ia 
Young in Spirit and Progressive in Action 


1843 — Eightieth Business Year — 1923° 

















that are in error. If all of it is placed 
on the brokerage basis it will all be 
placed with companies that are in error. 
Every company has its “soft spots” 
sub-standard and in the long run its 
weakness will be taken advantage of, if 
the business is carried from one com- 
pany to another. 


Danger From Competition 


There is another phase of this propo- 
sition which is also important. It is the 
competitive feature. Reluctantly <~ 
gradually the companies are bound, 
their quest for business, to rin Po 
what the other company will offer. This 
increases the tendency to sail close to 
the uncharted shore. The shore line of 
sub-standard business is known to actu- 
aries, but there are still a good many 
uncharted rocks and the safe thing to 
do is to stay away from the shore. The 
cempetition for brokerage business is 
apt to cause a gradual weakening of 
standards in the acceptance of sub- 
standard business, resulting in the low- 
ering rates with disastrous possibilities. 
Just as the companies have been forced 
one by one to enter the sub-standard 
field through competition, standards are 
apt to be broken down. The “shopping” 
of risks emphasises all of these bad 
features. 

There is a sentimental feature to the 
sub-standard business which cannot be 
overlooked and the companies will un- 
coubtedly continue to write it. There 
is a feeling that, if posible, a rate should 
be found for everybody. A certain small 
company found that out of the first sub- 
standard 50 risks it wrote, one was a 
business proposition where a man took 
out big insurance because he was re- 
quired to by the man lending him 
money and the rest were small cases, 
on lives where no insurance has been 
obtainable before and were on men of 
steady habits and family responsibility 
tor the insurance was very badly needed. 


Some Refusing Brokerage 


One actuary said there seems to be a 
tendency for the companies of a certain 
type to cut out the acceptance of brok- 
erage sub-standard business. They feel 
that they want to stick to their own 
agents and give them all of the service 
they need on sub-standard but they also 
went to get the spread and average 
which can only be obtained through get- 
ting all of the sub-standard business 
from all of their agents instead of get- 
ting a lot of business selected against 
them by the shopping method, 

Not everybody agrees with the above 
attitude on sub-standard brokerage. 
This is of course evident by the number 
of companies which are accepting freely 
sub-standard brokerage business. <A 
medical man with a company which does 
not accept any sub-standard business 
said mentioning a sub-standard com- 
pany, “Our company is the best agent 
that company has. Our agents are 
writing sub-standard business and plac- 
ing it with it. This company has an 
extensive sub-standard experience, has 
its rates well padded and is making a 
lot of money out of sub-standard busi- 
ness. Of course there is more or less 
shopping around and when they can’t 
place it anywhere else there is always 
one company which will take the busi- 
ness. I do not think it is a dangerous 
tendency for life insurance because I do 
not care what becomes of this last 
named company.” 

One of the biggest actuaries in the 
country said the other day, “I have been 
studying the sub-standard business for 
26 years and I do not know all there is 
to know about it by a long way yet. 
This feeling is quite universal among 
the actuarial men and is responsible for 
any tendency which may exist toward 
the custom of confining the acceptance 
of sub-standard business to the com- 
pany’s own agency force.” 


Northern of Canada Changes 


Charles Bissell has been appointed 
assistant manager and actuary by the 
board of directors of the Northern Life 
who have also appointed R. C. Balfour, 
cashier, to the position of secretary. 








Advocates Cold Canvass 
HI 








RCHIBALD J. FOSTER of the 

Knickerbocker branch of the New 
York Life in New York City says in 
regard to the methods of finding the 
prospects: 

“In addition to the leads I receive 
from old policyholders, the surest and 
safest way to keep my prospect bag 
filled is the cold canvass, and I per- 
fected a plan which after all is very 
simple, that is to approach people I 
have never met before. This has re- 
sulted I can truly say in my making 
the $200,000 Club every year, and when 
I dissect my busines I find that 60 and 
70 percent of my yearly production 
comes through this method of meeting 
people. 

“Do not misunderstand me. I would 
not imply that I do not use my old 
policyholders, or get an introduction 
whenever possible, but what I want 
through the year is plenty of prospects 
and the surest way to accomplish it is 
by soliciting strangers if one is able to 
adapt himself to that method of work. 

“I try to discover first what I must 
do to win my listener, whether to 
awaken his interest, make clear that 
my proposition meets a great need or 
possibly to correct a prejudice; then I 
shoot my argument squarely at the vital 
point, namely, the great need of my 
listener for protection.” 





FOR RENT 


7000 feet, or will divide, a very desirable 
office space in Terminal Bldg., Wilson and 
Cliston Ave., 100 feet west of new Uptown 
Station, in the famous Wilson Ave. district. 
An unusual opportunity for advertising 
purposes, as many thousands of people 
pass this building daily. 


Call Mr. Sexauer 


John E. Edmunds Co. 
3915 Sheridan Road 


Buckingham 2010-11-12 

















—and, if you can qualify, it will be 
the biggest step forward in your 
entire career. 

We want you to take charge of our 
general agency at Peoria, Illinois; 
to cash in on the immense oppor- 
tunity which this rapidly growing, 


prosperous city presents. It will 


take a big man to swing it. 

You must be a producer with a real 
record; an organizer of men and a 
good mixer. Your social position 
must be high, your accumulated as- 
sets at least $25,000 and your earn- 
ing capacity from $12,000 to $25,000 
per year. 

If you can meet these requirements, you 
get this unusual opportunity and our 
whole-hearted co-operation. You will re- 
ceive a contract direct with the home 
office, a liberal first year commission, a 
re.ewal commission, a collection fee, an 
office allowance and a_ business-develop- 
ment allowance. 

This, with one of the dominant old line 
life insurance companies, whose ratio of 
assets to liabilities is greater than that of 
any other large company in the same field, 
and whose percentage of rejections is one of 
the lowest. 

Write us today; see if you can qualify. 
Address Peoria, c/o this paper. 


NOTE: We also have an unusually attrac- 
tive, special contract for good salesmen 
whose experience is limited. 
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MERGER IS APPROVED 
WILL BE COMPLETED SOON 


Budlong and Barmore Made Vice-Presi- 
dents in Charge of Accident and 
Life Agencies Respectively. 


Approval of the merger of the Bank- 
ers Accident of Des Moines with the 
Federal Lite of Chicago has been given 


Illinois and lowa. An executive com- 
mittee meeting of the Federal Life was 
held last Saturday at which plans tor 
the consolidated company were dis- 
cussed. ihe details ot the merger are 





rapidly being worked out and will be | 


completed in the very near tuture. 


C. Budlong, who has been vice- | 


president of the Bankers Accident and 
the principal factor in the company, has 


been elected vice-president and super- | 


intendent of agencies of the health and 
accident department of the Federal Life 
and assistant superintendent of agencies 

the life department of the company. 
Mr. Budlong wul remove to Chicago 
from Des Moines shortly. He is well 
known in health and accident circles 
and is now serving his second term as 
president of the Health & Accident Un- 
derwriters Conference. He was for 
several years secretary of the organiza- 
tion. He is a student of salesmanship, 
a writer on insurance subjects with a 
particularly attractive style and is 
highiv regarded by the present Bankers 
Accident agency force. 

George Barmore, who has for sev- 
eral years been superintendent of 
agencies of the life department of the 


Federal Life, has been elected vice- | 
president and superintendent of agen- | 
cics of the life department and assistant | 


superintendent of agencies of the health 
and accident department. Under this 
plan Mr. Budlong and Mr. Barmore will 
have joint supervision over the agency 
work of both departments of the company. 

President Isaac Miller Hamilton of 
the Federal, in commenting on the con- 
solidation, states that the merger will 
increase the Federal Life accident and 
health department over 60 percent and 
bring the premium income to over $1,500,- 
000 for 1924 in the one department 
alone. 


SAUFLEY, DARK HORSE, WINS 


Young Editor of Richmond Gets the 
Appointment as Insurance Com- 
missioner of Kentucky 


LOUISVILLE, KY., Jan. 2.—Hopes 
of a number of aspirants for the office 
of Kentucky insurance commissioner 
were shattered yesterday when W. H. 
Shanks, state auditor, announced the 
appointment of Shelton M. Saufiey of 
Richmond, Ky., formerly a member of 
the state legislature, and now editor of 
the Richmond, Ky., “Register.” Sauf- 
ley will succeed A. M. Wash, Repub- 
lican, of Harrodsburg, who was ap- 
pointed a few months ago to fill out 
the unexpired term of James F, Ramey, 
formerly of Eddyville, who resigned to 
enter the ifisurance business in Louis- 
ville. Saufley was formerly editor of 
the Stanford, Ky., “Interior Journal.” 
He is a good newspaper man, a promi- 
nent member of the younger Demo- 
cratic faction of the state, and bears 
a very high reputation. The position 
pays $3,000 a year, 

This was a case of an unknown en- 
try, a dark horse, romping home, as 
Saufley’s name had not ever been men- 
tioned in connection with the appoint- 
ment, until a rumor was heard less 
than a week ago. Generally speaking 
it is felt that the choice is a good one, 
and that the new insurance commis- 
sioner is a much better choice than 
many had anticipated. 





The State Life of Des Moines has been 
licensed in Texas. No state agent for 
Texas was designated. 
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Havana in 1925 





Brokers and Agents 


of other companies are eligible for membership in 
our Quarter Million Dollar Club. Liberal first year 
commissions; guaranteed non-forfeitable renewals. 


Club Year Starts Jan. 1, 1924 


For Club Rules apply to Agency Department, nearest Branch Office, or 


General Agency. 





What One of the Biggest Life Insurance | 
Writers in the Country Thinks of Mis- | 
souri State Life Service: | 


“T can only commend the general service 
rendered by your Company and your 
| Agency. The Missouri State Life is an 

asset to agents representing other com- 
panies in the assistance rendered for the 
placing of business commonly known as 
substandard and surplus life insurance.” 











MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. SINGLETON, President HOME OFFICE: ST. LOUIS 
LIFE ACCIDENT HEALTH GROUP 
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Two Agency Managers 


Qualified for state managers of Iowa and South Dakota by an 
Old Line Life Insurance Company, established for over 20 years. 


The managing agencies in these states are now open for an excep- 
tional contract. 

Each of these positions requires a man with the ability to man- 
age an agency organization and look after personal production. 
To receive attention, applicants must furnish bank reference and 
amount of production the past year with application. Any in- 
formation will be held in strict confidence. 


Address G-73 
Care The National Underwriter 











“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Clarence J. Daly, President 


Denver, Colorado 











To the Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunities for 
money-making NOW and creating a competence for 
the FUTURE 


For Contracts and Territory, Address 


H. M. HARGROVE - President 


Beaumont, Texas 











24,856 CLAIMS PAID IN 1922 


Most of the 24,856 claimants to whom we paid indemnity of $1,514,- 
924.33 for loss of time from injuries or illness are still adding regularly to 
their life insurance. These drafts are delivered by our own salesman ready 
to avail himself of a cordial introduction to the claimant's friends, or to 
provide the claimant himself with the additional life protection he intends 
to take sometime. 

We can use more good men to help deliver the 27,000 claim drafts we 
will issué during 1923. If you want to make MORE MONEY a letter with 
satisfactory references will bring you full particulars. 


BUSINESS MEN’S ASSURANCE COMPANY 
W. T. GRANT, President KANSAS CITY, MISSOURI 











1867 EQUITABLE LIFE 7923 


INSURANCE COMPANY 


OF IOWA 


A Company of Stability and Progress, 
Safety and Liberality 


Insurance in Force 


8 8! ae $12,431,725.00 $ 67,326,327.00 
Ses Ss WHS 06 6+404000%50408 44,995 ,738.00 313,132,592.80 


The net returns paid on funds left with the Company is 4.8 per cent. 


Admitted Assets 


For information regarding agencies 


Address: — Home Office: Des Moines 














———=._ . a . 
A > 
c4s7y~ Acacia Mutual Life Association 
Y | Formerly the Masonic Mutual Life Association of the District of Columbia 

é \\ Insurance in Force, over $140,000,000,00 Assets over $8,000,000.00 
Le We issue all Standard Forms of Old Line Legal Reserve Policies at Net 

~y,/ Cost to Master Masons Only. 

\ To Agents who are Master Masons in good standing we offer: 
Liberal First Year C issi Conti Renewals, thus insuring an 
income for life to permanent Acacia Agents. Real Home Office Cooperation. 
WILLIAM MONTGOMERY, President 

Homer Building Washington, D. C. 























LIFE COURSE AT McGILL 


CANADIAN UNIVERSITY’S PLAN 





General Principles of Insurance and | 
Salesmanship to Be Covered by 
Series of Lectures 








MONTREAL, QUE., Jan. 2.—Ar- 
rangements have now been practically | 
completed with regard to the very com- 
plete course on life insurance and life 
insurance salesmanship to be put on at 
McGill University, Montreal, commen- 
cing Jan. 21. Instead of 72 lectures of | 
one hour each, as originally contem- | 
plated, the course will include 90 lec- | 
tures, 45 on principles and 45 on prac- | 
tical salesmanship. Lectures will be | 
held on Mondays, Wednesdays and Fri- 
days two one-hour lectures being given 
on each of these days from 4 to 6 p. m., 
one lecture being on theory and practice 
and the other on salesmanship. 

The lectures on general principles 
will be taken care of by the faculty of 
the university, while the lectures on the 
practical side of salesmanship will be 
taken by men to be selected from the 
ranks of the men in the field. The 
course is most comprehensive as the 
following synopsis of the curriculum 
demonstrates: 

General Principles—Eighteen lectures 
on principles of life insurance; six lec- 
tures on law relating to life insurance; 
nine lectures on cconomics; six lectures 
on business finances; six lectures on 
English (writing and oral). 

Salesmanship.—Eight lectures on pros- 
pecting (approach and demonstration): 
seven lectures on aims and applications 
of life insurance; nine lectures on busi- 
ness psychology; six lectures on func- 
tion of life insurance; six lectures on 
policy contracts, advertising and other | 
specific matters, and five lecture periods | 
will be devoted to the persona! difficulties | 
and observations of the members of the | 


classes. 

The fee for registration is $25. 
felt that the inauguration of this course 
at McGill University is a big step for- 
ward in the history of life insurance 
salesmanship in Canada, as McGill is the 
first university to adopt such a course 
It is anticipated that the course will 
meet with a very hearty response from 
the life underwriters of the Province of 
Quebec. 


CONSOLIDATION COM PLETED 


It is 
| 
Approval of Illinois Department Closes | 





Merger Deal Between Common- 
wealth and Standard of St. Louis 





The consolidation of the Common- 
wealth Life of Omaha, Neb., with the 
Standard Life of St. Louis was officially 
announced last week by Vice-President 
W. K. Whitfield of the Standard Life, 
following final and complete approval on | 
that date of the terms of the consolida- | 
tion by the Illinois department. A few | 
days prior the Nebraska depadtment 
had registered its approval. By the terms 
of the consolidation the policy holding | 
body of the Commonwealth Life, with | 
the insurance, is taken over without | 
change of contracts or rates, and the } 
Standard Life has also taken over tog 
assets and assumes all liabilities of the 
Commonwealth. The merger eyed 
the Standard to show, at the close of the 
current year, in excess of $80,000,000 in- | 


surance in force, instead of some $42,- 
000,000, as shown by its last annual 
statement. 

In commenting on this, Vice-Presi- | 
dent Whitfield said, “The action of the | 
departments of trade and commerce, the 
insurance departments, of both Illinois 





and Nebraska is very gratifying to the 
management of the Standard Life. We 
have had a very successful year, our best 
full year since our official headquarters 
was removed from Decatur, IIl., to St. 
Louis, Mo. We have a rapidly growing 
agency organization, which has written 
a very good volume of business in 1923 
and we are now operating in eleven 
states. During the year 1924 we plan to 
enter several additional states—among 
others Texas, North Dakota, South Da- 
kota, Minnesota, Ohio and Arkansas. 
We are exceedingly gratified with the 
showing in new business as written by 
our new agency organization and our at- 
tention during the year 1924 will largelv 
be centered in its further development.” 





Agency Manager Wanted 


Large Southern Company has opening for 
Agency Manager Ordinary Department. All 
correspondence confidential. Address G-63, 
care The National Underwriter. 











Exceptional Opportunity — 
Young Man 


Is there a young man in Chicago, age 
23 to 35—now engaged in routine office 
work in a Home Office or large General 
Agency of a Life Insurance Company 
—who is anxious to change to sales or- 
ganization work; one who is more in- 
terested in future opportunity than 
immediate income? If so, he is an ex- 
ception and we have an exceptional 
opportunity for him. Address G-70, 
care The National Underwriter. 


MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested pros- 
Ppects—people who have written the Head 
Office for information. 

_ Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 




















New Policies 


New and appealing line of 
policies being written. 


Rates exceptionally attrac- 
tive. 


Unusual contracts to agents. 
Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 


Burlington, Iowa 











proof sheets. 





Pictures Tell the Story 


Cartoons will give your house organ that all necessary sparkle. Use 
them to put over your message or your special sales contest. Send for 


BUSINESS CARTOON SERVICE 


35 South Dearborn Street, CHICAGO 
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HAS NEW GROUP PLAN 








WEST COAST LANDS BUSINESS 





Employers Association Takes Insurance 
So Arranged That Employe Can 
Change Jobs and Retain Insurance 





The West Coast Life has written a 
big group policy on the Industrial As- 
sociation of San Francisco for the 
benefit of employes of various trade 
associations in the Bay district. It is 
expected that approximately 50 trade 
associations, including painters, plas- 
terers, tile setters, plumbers, etc., em- 
bracing from 15,000 to 20,000 employes, 
will adopt the plan. Policies are writ- 
ten for a maximum of $1,000 on a con- 
tributory basis, the employe paying a 
weekly premium of approximately 10 
cents, and the employer paying a simi- 
lar amount, for total disability and life 
insurance policies. Accident and health 
protection may be secured by a pay- 
ment of 17 cents additional weekly by 


both employer and employe. The in- 
surance is strictly optional with the 
employe. After the trade associations 


agree to adopt the plan, employes who 
wish to avail themselves of the insur- 
ance may within one month after the 
associations have adopted the plan, do 
so without physical examination. Acci- 
dent and health insurance may be ob- 
tained apart from the total disability 
and death policy, the employe while 
sick receiving $15 weekly. 

A feature of the policy is that em- 
ployes who are eligible for the insur- 
ance, after holding a job for two weeks, 
may transfer to another employer and 
still retain their insurance, which is car- 
ried for two weeks by the first employer 
and is then assumed by the new em- 
ployer. The responsibility of checking 
the reports from individual employes, 
which they submit monthly, is vested in 
the secretary of the trade association 
of which the employer is a member. 

The West Coast Life has assured 
these rates for a period of five years, 
at which time the company will have 
the privilege of adjusting them. The 
present rates are said to be 5 percent 
lower than any group insurance rates 
written previously, and to be 50 percent 
lower than the cost of an individual 
policy on the lowest rated plan. The 
Industrial Association has agreed to act 
as a court of appeals in any case that 
arises which can not be adjusted be- 
tween the parties immediately interested. 


Will Advertise on Coast 
The West Coast Life will again pub- 
lish a series of advertisements in lead- 
ing Pacific Coast newspapers during 


1924. The copy used is to be aimed to 
create action to the point of mailing the 
coupon on the part of the prospect. The 


company warns its agents, however, that 
it is not expected that everybody who its 
impressed with the advertisement is 
going to mail a coupon. It says that the 
agent should take advantage of the pub- 
lity by “circulati 

rapidly as possible” during the time that 
the advertisement is running. 


ng as much and as 


Travelers Reports Big Year 


The preliminary statement on 1923 
business of the Travelers shows a tre- 
metdous increase in the business, on 
all classes written by the company. The 
company paid for over $690,800,000 new 
life insurance in 1923, a gain of over 
$134.100,000 from the figures of the pre- 


ceeding vear Life insurance in force 
is now over 2.437.000,000, a gain of over 
$381,000,000, The company’s life insur- 


ance premiums last year totalled $54,- 
900,000, a gain of over $8,100,000. The 
company’s gains were similar on all 
other classes of business, the total pre- 
mium income showing a gain of $12.- 
000,000, the 1923 total being $104,200 000 
The total income of the company in 1923 
was $117,800,000, a gain of over $11,- 
500,000, 
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This is one of a series of messages appearing cach week. 
Watch for the one to appear next week. 


RECOGNITION 


The Grizzard System is an unique service organi- 
zation. At first misunderstood by some, its very 
soundness, simplicity, and sincerity have obtained 
for it the just recognition that its accomplish- 
ments as a factor of life insurance service entitles 
it to have. 


The principle of the Grizzard System is sound and 
true. It is old line life insurance itself, made 
available to many new clients through its monthly 
budget plan of depositing premiums in the bank. 


This is the basis of its operation and the success of 
today is proof that it fills a distinct need. 


Ask for a free copy of Radio 
Address on “Life Insur- 
ance,’’ by James A. Grizzard 


GRL. 


Pronounced Griz-ard’ 


SYSTEM 


GRIZZARD SYSTEM OF GRIZZARD SYSTEM OF 
CHICAGO, Incorporated ; OHIO, Incorporated . 
Illinois Merchants Bank Bldg., Chicago 308 Euclid Ave, CLEVELAND 


{ MBUS 
GRIZZARD SYSTEM OF 16 E. Broad St., COLU 
MICHIGAN, Incorporated er Bidg., AKRON 
lst Natl. Bank Bldg., Detroit Daily News Bldg., CANTON 


GRIZZARD SYSTEM OF AMERICA, Incorporated 
Executive Offices, Illinois Merchants Bank Bldg. 


CHICAGO 








8 THE NATIONAL UNDERWRITER January 3, 1924 
| NEW “NON-CAN” OU T | ing that. the heavy health "einen loss 
yusiIness at 














was being sustained on ; 
Nearly 144 Million Policies Now In Force — Maha same. The ontenst wane sreste 
ing protection at an important period of 
PRODUCTION PERIOD POLICY life relieves the company of the heavy 
—_— burden which a volume ot noncancellable 
business at the higher ages is bound to 





Only four other life insurance companies | i Set 
in peor have more policy pene som in | Continental Casualty Issues Contract cause, and therefore justifies the lower 
force than this company. The following Non Concellable to Age 50— rate offered. 
a show itsremarkable growthinthe | Rate Is Low ; ; 
eile cael | mao Points That Figure in 
; , * ’ 

4 Jan. 1,1913 Jan. 1, 1923 | A new departure in the field of non- Big Producer s Success 
iii i isicnena $ 6,695,921 $ 34,017,031 |] | cancellable health and accident insurance  Deeppiaghe he ie a 
Policies in Force... 432,711 1,403,546 | has been announced by the Continental H. L. QUIGLEY led the force ? t b 
Insurance in Force 61,484,358 296,840,278 || | Casualty in its “Productive Period” non- Northern Life of Seattle in botb 

paid premiums and written and settled 


| | cancellable policy which is issued to 
ll | cover the years from ages 20 to 50 only. 





for business for November. His name 
has been engraved twice upon the 


Attractive opportunities open to competent agents in Ohio, Indiana, | In its announcement the company § 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. || states: “Our experience has been so| bronze tablet in the home office as the 
|| satisfactory that not only are we con-| leading producer. The Northern Life 


. - si ss i natin aa ° 

Th W t ll d So th Lif | ( tinuing the noncancellable on the same | analyzes Mr. Quigley’s success in ~e 
e es er all u ern ] e nsurance 0. basis, but are supplementing it by adding | house organ and lists some of the 
characteristics which have helped him 


|W. J. WILLIAMS, President CINCINNATI, OHIO to our line a new policy designed to pro- 





as follows: 
1. He is a graduate of the Carnegie 
course of Life Insurance Salesmanship 


This policy is especially adapted to the and a constant reader of half a dozen 
needs of the younger executives who | insurance journals. He gives the Car- 
want maximum protection at a low cost negie course credit for greatly increas- 

ing his ability as a salesman and rec- 


for a definite number of years.’ . “ee: . 
ommends this or a similar course for 


@ Some thin-blooded people shudder at the thought Compare With Life Rates all insurance salesmen. 


5 : ; : : sas 2, He remembers 2,600 birthdays each 


vide the largest amount of income pro- 
= = te ction during the years of greatest earn- 
ing power at the lowest possible cost. 
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tive period policy written with a three 3. He spend $75 a month on printing 
months’ waiting period, with the cost of | 2nd advertising and results would indi- 
the permanent disability coverage issued | Cate that he knows how to advertise. 
only for limited amounts by life insur-| 4, He devotes much time to public 
ance companies in connection with life | S¢™VIce, having been chairman of the 
insurance. The figures given show that | publicity committee of the Life Under- 
the cost of productive period policy at | “titers Association and taking an active 
age 30 is $20.50 while the average of 10 | part in civic i and fraternal org yanizations. 
life insurance companies on the perma-| 5. He believes in what he is selling 

| nent disability clause is $19.40, At age | and carries $50,000 of Northern Life in- 

35 the rates are $22.00 and $22.85 re-| Surance on his own life. : 

spectively, At age 40 the rate on the|, ®. He writes 50 percent of his new 
| productive period policy is $25 as com- | business on the lives of those he has 
| pared with the permanent disability | @/ready insured. / 


charge of $28.35. 


of Wisconsin writers, but the mortality rate in The policy will be issued with waiting | | ner h with 
periods of two weeks, one month, two | Year, thus keeping q in close touch with ' 
the Badger State is always lower than the months and three months. The ‘com-|@. large circle of policyholders and i 
pany compares the rate on the produc- | friends. 


Mercury ever goes. 


If health be wealth Wisconsin is Golconda. 


Come to Wisconsin with 


Natiygeonal 







nsuranceLompany 
Home Office, Madison, Wis. 


Connecticut General Expands i 
Big Loss at Higher Ages | - a » - 
The Connecticut General Life has 


The policy wi > issue je : ; om 

te. , — be issued — » | again outgrown its office space. To pro- 
»hysical examinatix st as . : as . ‘el 
I ul eXamination just as with 1€ | vide additional space for handling its 


There are no fluctuations in 1: : Hat 4 T 

our Square Deal Agency con- | regular non - ancellabe form. he de vel- | increasing volume of business, two floors 

tract. lways » opme c > co y aeine 
Always at the same I nt of this form by the Continenta! lof the old Hartford Fire building at 


is not p — . 
4 - omg tid —e >  y w of | 7 rumbull and Pearl streets, Hartford, 
ec op 1 Ss 1 
that cor 1 “t “nn ti a es + aon have been leased, and on Jan. 1 the 
at company fr : . cat- Lent, 
it company trom time to time indicat group department moved into the new 


point for every man. 








- 
? 
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quarters. This gives the company 8,000 
additional square feet of space. Only 
four years ago the company added two 
floors to its main building: two years 


Seven Years of Steady Progress |)! ei( ieee 














built a connecting bridge. About a year 
ASSETS The [nternational Life and Trust now wants a repre- INSURANCE IN FORCE ago 5 lease ‘d the building xs = 166-172 
1916 ....$125,222.00 | sentativein your district. It is an old line legal reserve | 1916... $ 203,000.00 |} departments. "ke pensenl nibduien ‘toon 
1917 _ 129,523.00 Pr ya orate record to be proud of. To ee tlae ot 1917 es 704,500.00 about takes c: ie = os — S pres- 
this dependable company is to represent a pillar o ent needs and will relieve the conges- 
1918 .... 155,613.00 | safety ap en Pen rd ht Ble gas - cathe eel 1918... 1,382,500.00 || tion in the main office 
1919 .... 203,600.00 of a maximum degree of intelligent co-operation. 1919... 2,973,000.00 mere 
1920 .... 303,164.00 Write us at once for an agency. We have the means 1920.. 4,513,000.00 Mutual Boneht Suelo Mesting 
1921 ..:. 404,224.00 of assuring you of a successful career in the life in- 1921 .. 5,019,000.00 agen ane Sane wae Bae oo. 
Se nine 984,558.00 surance business. 1922.. 9,148,126.00 Life for the annual conve nt ion to be 
held at Buffalo Jan. 11-12. Among the 
speakers will be Oliver Thurman of 


INTERNATIONAL LIFE & TRUST COMPANY =|) <2" 2:reutoy o'sisec 
ee ee ill ches : ‘of “Moneer ts sei 


J. O. LAUGMAN, President DR. ANDREW JOHNSON, Secretary and Medical Director . > : 
agent at Buffalo and the event will be 


BUILD YOUR OWN BUSINESS Z>: 


Under Our Direct General Agency Contract 


Our Policies Provide for 


Double Indemnity Disability Benefits 


Reducing Premiums INSURANCE CO. 
SEE THE NEW LOW RATES 66 BROADWAY NEW YORK 
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GOES TO PENITENTIARY 





SAILSTAD GETS PRISON TERM 





Subject of Long Legal Controversy in 
Life Policy Fraud Sentenced on 
Arson Charge 





SUPERIOR, WIS., Dec. 31.—Edward 
J. Sailstad and Dorothy Anderson of 
Eau Claire, Wis., pleaded guilty to an 
arson charge in superior court here last 
week and were sentenced to four years’ 
imprisonment. Sailstad set fire to his 
summer cottage at Lake Nebagamon in 
1920 and disappeared with Miss Ander- 
son, having lived in the west since that 
time. Upon his disappearance and after 
the fire his wife filed claim for $62,000 
life insurance, claiming he had been 
burned in the fire. The case has been 
carried through the courts, being con- 
tested by the New York Life and the 
Travelers and at the time of Sailstad’s 
apprehension was on the docket of the 
United States circuit court of appeals in 
Chicago. The case has now been re- 
manded to the district court at the re- 
quest of the New York Life and will be 
closed there. 

In the fall of 1920 Sailstad, of Eau 
Claire, Wis., who carried $5,000 life and 
$11,200 accident in the Travelers, $15,000 
life with double indemnity in the New 
York Life, $10,000 accident in the Fi- 
delity & Casualty and $6.300 accident in 
the United Commercial Travelers, or a 
total of $62,500, was reported accident- 
ally killed when his cottage on Lake 
Nebagamon was burned and a burned 
corpse was found. His widow filed claim 
for the proceeds of the policies but the 
claim was denied. Two of the com- 
panies settled on a compromise basis, 
the Fidelity & Casualty paying $4,500 
and the United Commercial Travelers 
paying $3,125, but the other two con- 
tested the claim, appealing to the United 
States district court. 


Big Business Policy at Buffalo 


Charles A. Hinkley, Buffalo represen- 
tative of the New England Mutual Life, 
recently placed an especially large policy 
on the lives of Harry R. Templeton and 
Alexander Petrie, the leading officials 
of the Ontario Biscuit Company, which 
was recently purchased by a group of 
Buffalo financiers from the General Bak- 
ing Company. The joint policy carried 
$750,000 business insurance on the lives 
of the two proprietors, made payable 
to the company, and an additional $50,- 
000 pavable to their families, making 
$800,000 in all. 

Mr. Hinkley is one of the big produc 
ers of the country. In four weeks just 
preceding the end of the yvear he per 
sonally wrote more than $1,000,000 of 


busine ss, Be caus of the fact t! it much 
of his time is taken up with management 
of the Buffalo office of his company he 
usually makes comparatively few solicita- 
tions each week, but because of his un- 
usual methods in preparing cases and the 
thoroughness of } work he conti 


month after month to land the big « 
He has been in the insurance business 21 
years. 


American Bankers Buys Elgin Life 

The Elgin Life of Elgin, Ill, has bee 
merged with the American Bankers Lit 
of Chicago, control or which was fre 
cently secured by the Cloverleaf Life & 


Casualty of Jacksonville, Il. The E! 
gin Life had assets of $304,000 and it 

surance in force of $1,134,475. Its paid 
in capital is $104,000. The company has 


tine 


been operating since 1908, starting as the 
Union Life, later taking the name of the 
Manufacturers & Merchants Life and in 
1920 changing the name to Elgin Life 
It now writes only non-participating in 
surance and its business has been de- 
creasing for the past five vears The 
company had one big vear in 1910, when 
it wrote $6,334,430 in new business, 
though the bulk of this was lost before 
1912. Since 1912 its insurance in force 
has not been over $1,325,000. 





























Splendid Agency 


Opportunities 
Now Open 


in 


Eugene, Oregon 
Battle Creek, Mich. 
Fremont, Neb. 
Mason City, lowa 
Elkhorn, Wisconsin 
Johnson City, Tenn. 
Wilmington, N. C. 
Butler, Pa. 
Madison, Wisconsin 
Ponca City, Okla. 
Pueblo, Colorado 
Elkins, W. Va. 
New Brunswick, N. J. 
Galesburg, Ill. 
Dayton, Ohio 
Amarillo, Texas 
Santa Barbara, Cal. 
Bellingham, Wash. 


Tucson, Arizona 


Evansville, Indiana 
Wichita, Kansas 

St. Louis, Mo. 
Albuquerque, New Mexico 





New Year 
Enlarged Opportunities 


The splendid comradeship, the 
earnest co-operation of The Lin- 
coln National Life Home Office 
organization with the men in 
the field which brought new 
production records in 1923, is 
to be strengthened and en- 
larged in 1924. 


Because of this 1924 ambition 
of The Lincoln National Life 
to carry on its organized assist- 
ance to its co-workers with 
renewed vigor, it will pay to 


(LINK UP ( WITH THE() LINCOLN) 


The 


Lincoln National Life 
Insurance Company 


‘“‘Its Name Indicates Its Character”’ 


Lincoln Life Building Fort Wayne, Ind. 


Now More Than $290,000,000 in Force 
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The Mutual Benefit’s 
first 

$750,000,000 

of insurance 

in force was 
accomplished in 
seventy years, 


ever did before. 


The Mutual 
second 

$750,000,000 
of insurance 
in force was 


accomplished in 


seven years, 


Seventy and Seven 


The Mutual Benefit’s 


Benefit’s 
third 


$750,000,000 


of insurance 
in force will be 


(?) years. 


It has not been growth in size only, but in character as well. 
Therein lies real cause for gratification. 


THE MUTUAL BENEFIT LIFE 


INSURANCE COMPANY 


Organized 1845 


Newark, N. J. 


ALWAYS PURELY MUTUAL 


accomplished in 


The most satisfying thing about this great growth is that it was accom- 
plished without sacrifice of ideals. : 
The Company treats all of its policyholders more liberally today than it 














W. L. MOODY, JR., 
President 





Increase in 


IN FORCE 
$200,072,499.00 





ASSETS 
Real Estate Owned... -$ 929,947.77 
Mortgage Loans (First Lien). 6,765,840.71 
Collateral Loans ...ccccccce 25,000.00 
Loans made to Policyholders 

(On This Company's Poli- 

GOP cccccccccees 1,572,897.10 
ORES cocccceses ee 4,776,810.68 
Cash in Banks. 1,831,523.45 
Certificates of Deposit “(De- 

SS rer ° 30,183.91 
Interest Due and Accrued. .. 348,389.07 
Deferred and  Uncollected 

Premiums (Less Load- 

| eee 840,385.88 
Due from Other "Companies. 

BO, BOGE. <ccccccccecse 22,000.00 

Total Assets ...........--$16,630,428.57 





To Policyhol 
$2, 


ie egg 
Net Reserve (America: 


American National Insurance Company 
OF GALVESTON, TEXAS 
SHEARN MOODY, 
Vice-President 


FINANCIAL STATEMENT JUNE 30, 1923 


W. J. SHAW, 


perience 3 & 38% Per "cee, 877,482.00 


Special and Contingent Re- 
SPURS cecnccceccceessoese 
Reserves for Death Losses 


in Process of Adjustment. 
Reserve for Taxes, Etc.. 
Unearned Interest and Pre- 
Miscellancous Lisbilities .... 
Capital Stock. .1,000,000,00 
Surplus ...... *1/428,529.21 
Assigned Funds 275,720.00 
Surplus Security to Policy- 
holders ....... cccccvcccce 


Total Liabilities 


$15,630,428.00 


222,670.07 


152,647.00 
40,740.88 


111,298.19 
21,396.23 


2,704,249.21 


oeeeeeee + $15,680,438.67 


GAINS MADE DURING SIX MONTHS ENDING JUNE 38, 1923 
Increase in Insurance in F 


614,783.08 

1,333,805.) 

148,425.00 

LIFE INSURANCE SURPLUS SECURITY ADMITTED ASSETS PREMIUM INCOME 
ders First Six Months 1923 


$3,279, 458.06 


Operates in 21 States and the Republic of Cuba 
Total Paid Policyholders Since Organization, $13,413,479.33 




















satisfying results. 





Penn Mutual Progress 


in 1923 


The Penn 


The largest paid-for new business in our history. 
Improvement of conservation system, with correspondingly 


Initiation of instructive and inspiring Regional Conventions. 
New and salable forms of Income 
New equipment of up-to-date advertising literature. 
Three first-class agency magazines each month, 
Close and effective Home Office co-operation. 

A still better Company for capable 


contracts. 


representatives. 


Mutual 


Life Insurance Company 


Philadelphia, Pa. 


Organized 


1847 
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REVIEWS FIVE YEARS’ 
GROWTH OF BUSINESS 


(CONTINUED FROM PAGE 2) 
come will be paid following proof of 
three months’ total disability. 

The development of this disability 
provision has been not only in the bene- 
fits offered but in the fact that until 
recently comparatively few companies, 
most of which were small western com- 
panies, issued this clause, whereas now 
practically all companies, including the 
largest, issue it on a large proportion of 
their business. 

This more extensive issuance of this 
provision was accompanied by a marked 
increase in liberality in approving claims 
for the benefits. One of the most in- 
teresting but less important develop- 
ments in recent years is the double in- 
demnity or additional accident death 
benefit feature generally providing for 
the payment under specified conditions 
of twice the face of the policy when the 
death occurs from accident. In the fol- 
lowing table the development in the 
premium income on these provisions is 
shown: 

Premiums Received 
Additional 





Disability Indemnity 

Year Provisiqgn Provision Total 
eS | 476,291 $ 90,321 $ 566,612 
BeeGse 714,336 808,614 
1915... 924,977 1,081,925 
ae 1,314,909 1,531,141 
oo} ee 2,088,531 2,611,74 
1918... 3,177,068 4,192,322 
PS 5,983,222 8,624,960 
1920... 9,849,055 14,714,690 
1921... 12,533,179 ) 18,704,056 
1922... 15,825,855 8, 099, 210 23,925,065 

Another characteristic of the last few 


years has been the increasing size of in- 
dividual policies. Apparently the larg- 
est amount of insurance held by one 
man is $4,500,000, with other men ap- 
proaching that. Perhaps 120 Ameri- 
cans carry individually $1,000,000 or 
more. In many companies the average 
size of ordinary policies in force (even 
excluding group insurance) has been in- 
creasing materially because the average 
on new business paid for is much greater 
than on insurance previously in force. 
This is due principally to larger policies 
on men with a limited amount of insur- 
ance as the very large policies can have 
only a limited effect on the general av- 
erage, especially as large amounts of in- 
surance are usually issued in several 
policies. This effect of larger average 
size policies in individual companies is 
lost in the general average for the coun- 
try because the great number of poli- 
cies for $500 or $1,000 issued where in- 
dustrial policies would have formerly 
been taken, keeps the average down. 
F urthermore the increase in the average 
size policy in force does not fully reflect 
the average per individual as this is con- 
stantly increasing by the addition of 
new policies on men previously insured. 
The significant feature is that the man 
that formerly considered himself ade- 
quately insured, with $10,000 now car- 
ries perhaps $25,000 or $50,000. 
Other Phases of Progress 


Feom the standpoint of underwriting 
the most progressive feature developed 
in recent years has been the increasing 
number of companies that issue sub- 
standard business, all as an outgrowth 
of various investigations and discussions 
of impairments which very few compa- 
nies have up to recently offered to in- 
sure. Such business presents many diif- 
ficult problems but is a step towards 
offering the public the most complete 
protection possible. 

Considerable emphasis has been laid 


in the last few years on “Income” insur- 
ance where the policies are written so 
that a definite periodic income, prefer- 


will be paid to the bene- 
ficiaries after the death of the insured. 
Such a monthly income is usually pay- 
able for a certain number of vears such 
as twenty, and may be made to con- 
tinue throughout the lifetime of, for in- 
stance, the wife. Very flexible arrange- 
ments may be made either by choice of 
the original policy or by trust agree- 
ments. 

Corporations and other business con- 
cerns insure their property against loss 


ably monthly, 





by fire and various other hazards. 
Realization has developed rapidly lately 
that the death of executives, expert en- 
gineers and other technical men, or other 
valuable men, might result in even more 
serious losses than the destruction of 
mere property. 

Inheritance taxation has been very 
onerous, largely as a result of the war 
and its aftermath. These taxes, both 
federal and state, must be met usually 
within one year aiter death unless heavy 
penalties are exacted. Very few estates 
include an adequate amount of liquid 
assets to meet these taxes. Usually a 
forced sale of securities is necessary. 
Such a sale almost invariably involves 
loss and may be almost disastrous. Un- 
heard amounts of life insurance are now 
placed for the specific purpose of pro- 
viding cash to meet these taxes. 

Various other problems have been 
prominent in the last five years. Of 
course, isurance companies have had to 
contend with high wages, high rents, 
high prices and high taxes like other 
lines of business. One of the subjects 
that has been given much attention is 
the conservation of business already 
placed: or the prevention of lapsation. 
The mere fact of having a large propor- 
tion jof new business means a heavier 
than) normal lapsation, but the indus- 
trial|\depression increased this. Compa- 
nies: have considered and tried many 
plans to reduce this waste. 

The fact that many more colleges and 
universities are offering more general 
courses in insurance indicates a greater 
appreciation of the business. So also 
does the publicity given by the daily 
press to insurance matters, such as pa- 
pers presented to the Association of 
Life Insurance Presidents. Some banks 
have actually advertised the advantages 
of life insurance without any connection 
with themselves except their own name 
and the thought that such advertisement 
would lead to the strengthening of the 
credit of their constituents. 


GROWING TENDENCY TO 
ACCEPT SUB-STANDARD 


(CONTINUED FROM PAGE 1) 

the result of organic trouble, or caused 
by temporary indisposition that can be 
overcome by prompt and intelligent care. 
When a sub-normal condition is dis- 
closed the applicant, frightened over the 
fact, at once consults his physician and 
arranges for a change in diet, exercise, 
or an extended vacation, with the result 
that in a considerable number of cases 
the impairment is checked and complete 
recovery had. 





Question of Moral Hazard 


_ Another rather common cause of re- 
jection of applicants is fear of the moral 
hazard, the amount of insurance sought 
being in the mind of the underwriter 
more than what the prospect can afford 
to carry. Agents contend that, save in 
very rare cases, this fear is unjustified. 
The contestable period in the -_ cies is 
considered sufficient to safeguard against 
suicide. Thev argue that anyone con- 
templating taking his own life would not 
wait a y year before committing the 
act of self-destruction. 

Altogether the life companies are in- 
clining more and more to the viewpoint 
of the fire and casualty offices, that every 
risk is insurable at a rate and for a cer- 
tain amount, and that where shortcom- 
ings are disclosed these can be offset 
either by sugg gesting means that will 
bring the risk up to standard or by the 
imposition of penalties that will be fair 
alike to insurer and insured. 


National L. & A. in New Building 


The National Life & Accident of 
Nashville has completed the removal 
of its various departments and execu- 


tive offices of the company to its hand- 
some new home office building just 
completed which is one of the best 
equipped as well as one of the most 
handsome home office buildings to be 
found anywhere in the country. It is 


especially well located and is expected 
to be one of the show places of Nash- 
ville. 
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REMAND SUICIDE CASE 





LANDAU CASE IS REVERSED 





Missouri Supreme Court Holds for the 
Pacific Mutual in Its Contention 
of Suicide 





The Missouri supreme court in an 
opinion written by Judge Ragland re- 
versed and remanded for new trial the 
suit of Amalia Corrine Landau of St. 
Louis vs. the Pacific Mutual Life. 

She sued the company on a policy on 
the life of her father, Morris Rich, who 
was killed June 9, 1919, by a fall from a 
Creve Coeur Lake street car while the 
car was on the Rock Island viaduct in 
St. Louis county. The policy called for 
payment of $30,000 in the event of acci- 
dental death and $1,000 in case of sui- 
cide. 

The company’s defense was that Rich 
had committed suicide by jumping from 
the car. The jury in the circuit court 
returned a verdict in favor of the plain- 
tiff, awarding a judgment of $32,010 on 
the theory that Rich’s death was the 
result of an accident. 

On the grounds that the evidence as 
disclosed by the record of the case 
failed to establish clearly that the death 
was accidental Judge Ragland reversed 
and remanded the case. He held that 
the trial judge should have instructed 
the jury to have returned a verdict in 
favor of the insurance company, in 
which event the judgment for Mrs. 
Landau would have been $1,000. 


Davies Heads New Department 


The Northwestern Mutual Life has 
organized a department of education at 
the home office and has named John 
P. Davies to manage this new depart- 
ment, with the title of educational di- 
rector. This department will offer a 
training course for agents of the com- 
pany, details of which have not yet been 
worked out. Mr. Davies has been con- 
nected with the company for some time, 
making an enviable record before the 
war as university agent of the com- 
pany at the University of Wisconsin. 
He is a graduate of that university and 
after his graduation represented the 
Northwestern Mutual in its Madison 
agency, specializing on university work. 
During the war he was an instructor in 
the aviation service and after discharge 
was for some time general sales man- 
ager for the Curtis Airplane Company. 
He returned to the Northwestern Mutual 
about two years ago, demonstrating his 
organization and training ability in the 
Brooklyn agency. 


Reports Wisconsin Business 


A report on the annual business of 
insurance companies in Wisconsin has 
been prepared by W. Stanley Smith, 
commissioner of insurance, and covers 
the incomplete returns on the entire 
year. The report of the commissioner 
indicates that the volume of life insur- 
ance written by legal reserve companies 
in Wisconsin.in 1923 may exceed $200,- 
000,000. Total first year and renewal 
premiums for life insurance in all forms 
will run in excess of $36,000,000. Lower 
mortality for the vear has been recorded 
and increased dividends for 1924 are 
foreseen bv the commissioner. The state 
life insurance fund figures are not vet 
ready, but will show an increase. Total 
fire, casualty and life premiums will be 
$67,000,000. 


Lithgow Made Actuary 


J. H. Lithgow has been appointed 
actuary of the Manufacturers Life of 
Toronto. Mr. Lithgow is a graduate of 
Trinity College School at Port Hope 
and joined the staff of the Manufacturers 
Life in 1908. Since 1919 he has been 
assistant actuary. He became an asso- 
ciate of the Institute of Actuaries of 
Great Britain in 1913 and was recently 
made a fellow of the Actuarial Society 
of America. 











Paying One Debt and Creating Three 


“The slender debt to Nature’s quickly paid; 
Discharged, perchance, with greater ease than made.”’ 





When a man dies he pays his debt to Nature; but, if he has con- 
siderable estate, by dying he creates at least three new debts. 


This is no figure of speech, but the hardest kind of fact. The three 
new debts which a man creates, by dying, are: 


1. The Federal Estate Tax; 
2. The State Inheritance Tax; 
3. The cost of administering his estate. 





All these debts must be paid in cold cash—the The surest and safest way to provide for 
first two within a time limited by law, and with Post-mortem Debts is to provide i 
severe penalties in case of default or delay. Pest-enestem Cash Accotes 


The proverb says: *‘*The man who dies pays ' . : — 
all debts,’’—but that is now a misleading proverb A Life Insurance Policy, while a man is living, 
. 5 . ‘ “lial 
Sash fectenthy telly sees couy man's is a contract; when he dies it becomes cash. For 
“is, “theta ments et ees ee the insured man, death creates assets as well as 
debts nor those which he does not see a way to debts. Therefore he may say as Calo said when 
: ; lated death i lity: 
meet. But here are debts which come like a bolt he contemplated death and immortality 
from the blue. He has nothing to say about them. ‘My bane and antidote are both before 
While he was alive and able to pay they did not 
exist. When he dies they come into being and 


become a first lien upon his estate. 


me.”’ 


Emerson says: 
Provision for these post-mortem debts is usually 


made—if made at all—by cash or liquid securities, ‘Wilt thou seal up the avenues of ill? 
which are themselves a part of his estate and Pay every debt as if God wrote the bill.’”’ 
taxable. As these debts must be paid in cash and 

speedily, even liquid securities may have to be Death will write the bill; see to it that Death 
sacrificed on a falling market. also provides for its payment. 





For further details as to what these three debts would amount to in your 
State and in your case, and therefore what cash your administrator will 
need, consult an agent of the New York Life Insurance Company. 


NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 





P. S.—If you don’t expect to leave a taxable estate, remember that a good life insurance policy CAN CREATE AS 
WELL AS PROTECT AN ESTATE. Life Insurance, payable to named beneficiaries, up to $40,000, is not 
taxable by the Federal Government nor by any State—except one or two, If your chief asset is your 
productive capacity (which death wipes out) life insurance is more important to you than to the rich man. 

















SECURITY LIFE INSURANCE CO. OF AMERICA 


©. W. JOHNSON, President THE ROOKERY, CHICAGO 
INSURANCE IN FORCE, JUNE 30,1923... , ‘ : $45,500,000 
ADMITTED ASSETS , . ; 5,137,208 
SURPLUS PROTECTION TO POLICY HOLDERS ; P 422,185 
PAID TO POLICYHOLDERS SINCE ORGANIZATION : 4,065,756 
Good Openings in Sixteen States for Personal Producers, General Agents and Managers 
Address: 


S. W. Goss, Vice-President. 
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” Cites Value of College Training 


PresipENT WitttaAm A. Day of the 
Equitable Life of New York in a recent 
interview emphasized the necessity of 
providing an education for a young man 
or woman. He declares that employers 
seeking men of brain power are pinning 
their faith to those who have had a col- 
lege training. It has a broadening ef- 
fect. It puts a man on a higher round 
of the ladder. When he gets his hand 
in, so to speak, he travels faster than 
one who has not had his advartages. As 
Presipent Day puts it, college training is 
eminently desirable, even if it is not ab- 
solutely essential. He declares that heads 
of the great financial, manufacturing and 
mercantile enterprises are seeking out 
men of college education to come into 
their organizations and develop. There- 


fore, education becomes more highly 
essential to a young man if he has am- 
bition to get near the front. Some years 
ago, as PresipeENT Day points out, there 
was considerable doubt in the minds of 
employers as to the value of higher 
education. In many quarters it was re- 
garded as something of a detriment. 
Today the opinion of employers 
changed. Therefore, if it is highly es- 
sential to provide an education, it is up 
to the father to arrange through the me- 
dium of life insurance to carry the child 
through college regardless of what may 
happen to him. Life insurance policies to 
provide an educational fund are destined 
to be sold larger numbers and will 
be more highly appreciated as the people 
become informed. 


has 


Public Endorsement of Life Insurance 


“THE 
ried couple 
insurance. 
be in a 

That and testi- 
mony for life insurance was given by 
B. C. Forres in daily 
the financial of the “Chicago 
Herald and Examiner” last week. It 
was an article on investments in which 
the home owner was characterized by 
Mr. Forres as the best but in 
which life insurance given pre- 
cedence over all other forms of invest- 
ment as the first essential to the home 
or to the married couple. It is a strong 
endorsement of life insurance and 
should be of great value to the life 
underwriter in molding public opinion 
to the idea. Such testimony 
is becoming more prevalent daily in the 


first investment of a mar- 
should take the form of 
The next investment should 
home.” 


very 
strong endorsement 


his column on 


page 


citizen, 
was 


insurance 


press. Articles by financial writers and 
special correspondents are often of the 
same nature, carrying the 
life insurance to the thousands of readers 
who look to the particular series of ar- 
ticles daily for the message contained. 
Such a paper as this one, with a 
culation not far from 500,000, must have 
a tremendous number of 
daily 
Mr. 


these 


message of 


cir- 
readers who 
read the words from the 
Forbes. Each of these can 
strong words of endorsement for 
life insurance. It is a valuable aid to 
the sale of life insurance and towards 
the prevention of sweeping sales of fake 
investments. It shows that the public 
is radily becoming imbued with the life 
insurance idea also, 


pen of 
read 


for these writers to 
include a life insurance message in their 
business Such comment 
should have far-reaching effect. 


message. 


Insurance and Advertising 


The criticism by an advertising man of 
insurance letterheads on the ground that 
they usually carry too many printed items 
is good; but the suggestion that the com- 
pany name, address, and amount of assets 
is aplenty will not be adopted by insur- 
ance companies. The great trouble with 
the suggestion is that the publication of 
assets or surplus without the accompany- 
ing item of liabilities offends under the in- 
surance laws of many states. 

If some one asks for a substitute, prob- 
ably the amount of insurance in force will 
fill the bill.* It’s much, much larger than 
the assets figures, too. 

Not infrequently an advertising agency 
will make an elaborate recommendation to 
a large company based on a supposedly 
extensive and exhaustive investigation. 
Almost invariably the errors which the ad- 
vertising experts fall into result from an 


assumption that insurance is merchandised 
on somewhat the same plan as _hairnets, 
breakfast foods, or tires. Their good ad- 
vice falis on ears deafened by the clatter 
and creaking of a faulty part in the ma- 
chine they have built up. 

The insurance company official who is in 
a receptive mood toward advertising over- 
looks these slips to an extent but he dis- 
the assurance given him that in 
this day and age the guess and gamble 
have been taken out of advertising; that 
facts come first, then advertising; that 
sufficient is known about mass psychology, 
advertising mediums, and _ purchasing 
power to guarantee the success of any 
particular plan of advertising. 

Advertising is a big, constructive force 
and properly directed can do much for 
the upbuilding of insurance as an insti- 
tution. 


counts 


Clinton Davidson, manager at Buffalo, 
N. Y., for the Connecticut Mutual Life, 
is a candidate for director of the Buf- 
falo Chamber of Commerce. Election 
takes place Jan. 9. Mr. Davidson has 
been in Buffalo about three years and 
in that brief period he has made himself 
one of the valued members of the Buf- 
falo commercial organization. He has 
also been very active in life insurance 
organization work in his city. 

Roy Butler of Dickinson, N. D., dis- 
trict manager for the Northwestern Na- 
tional Life, died at his home there re- 
cently. Four days previous he had suf- 
fered a severe apoplectic stroke. 


Morris C. Polk, assistant treasurer of 
the National Life & Accident, was mar- 
ried at Nashville recently to Miss Ruth 
Olivia McBride, daughter of W. H. 
McBride, acttiary of the company. Sev- 
eral of the officials of the company were 
among the groom’s attendants. 

S. L. Jenks, district manager of the 
oO Life of New York at Columbus, 

, died suddenly of heart trouble while 


It has leaked out that the cause of his 
indisposition is the magnificent set of 
solid silver which the agency forces of 
the company presented to him at the re- 
cent ceremonies attending the dedica- 
tion of the company’s new building. It 
seems that Mr. and Mrs. Shepard imme- 
diately had to give dinner party after 
dinner party to exhibit their new service 
to curious and admiring friends. 


General Agent S. J. Payne of the Lin- 
coln Life at Charleston, W. Va., put it 
over his Fort Wayne associates just 
before he left Fort Wayne on his last 
visit after the new home office building 
was dedicated. On his return trip home 
he found that the Pennsylvania train 
was an hour late and left the crowd, 
saying he was going to get a sandwich 
at the lunch counter. One of the gang 
went in 20 minutes later to find him 
handing one of the lunch counter girls 
a fountain pen to sign an application for 
$1,000 insurance. Mr. Payne had merely 
remarked that his company had a fine 
new building. The young lady agreed 
and also agreed to a suggestion that she 
ought to have some insurance in the 








on a visit at Portsmouth Christmas. 


L. P. Behrens, of i Redweed City, 
member of the board of directors 
finance committee of the West Coast 
Life, was fatally injured while motoring | 
to Orland to spend the holidays with | 

| 


Cal., 


and 


relatives. The machine in which they | 
were riding skidded on a curve, over- 
turning and injuring Mr. Behrens so | 
seriously that he died the next day at 
the Woodland Sanitarium. Mr. Behrens | 
was president of the First National | 
Bank of Redwood City and of the San 
Mateo County Savings Bank of the same 


place. He had been active in life insur- 
ance for some time, having been a di- 
rector of the old West Coast Life before 


it merged with the San Francisco Life, 
which two companies are now known as 
the West Coast Life. 

Eli Glass, general agent of the United 
Life & Accident of Concord, N. H., at 
Hartford, Conn., bids fair to be the 
company leader in new business for the 
year just ended. Mr. Glass, like H. B. 
Rosen of the New York Life, came to | 
this country from Russia not so many 
vears ago, unable to speak the English 
language, but studied and worked and 
planned to make himself an American | 
business man. He had a partner some 
time ago and in negotiations for a disso- 
lution of the partnership, a disagreement 
between the partners resulted in his 
bank account being tied up by legal 
proceedings. Mr. Glass had outstand- 
ing checks payable to his company and 
others and was naturally much con- 
cerned. A visit to his bank reassured 
him, for the cashier told him that all his 
checks would be honored and the bank 
would await a termination of the legal 
proceedings which would release his 
funds. 

Secretary 





Merrill of the United Life 
& Accident, visiting Hartford not long 
after this incident, was informed hy the 
bank officials that their entire confidence 
in Mr. Glass was such that this rather 
unusual action was taken by them. Mr. 
Merrill was told that the standing of 
his company’s representative among 
Hartford business men was second to 
none and returned to Concord with 
added conviction that his general agent 
at Hartford was one worth having 
Julius Rosenzweig, 
the Travelers life department in Omaha, 
Neb.. died last week at the Clarkson 
hospital in Omaha, following an illness 
of several months. Mr. Rosenzweig 
was one of the leading life underwriters 
in Omaha and one of the oldest in point 
of service. 


special agent for 


Walter T. Shepard, vice-president and 
manager of agencies of the Lincoln Na- 
tional Life, has been under the weather 





for several days but is now about well. 





company. “Bob” Fowler of the home 
office agency at Fort Wayne has some 
bright young men in his office but they 
have not yet written all the prospects 
in Fort Wayne and Mr. Payne showed 
one instance of this. 


Andrew M. Sweeney, formerly of the 


| State Life of Indianapolis and now liv- 


honor 


ing in Kansas City. Kan., was the 
70th 


guest in commemoration of his 
birthday at the Hillcrest Club of that 
city recently. About 100 persons at- 
tended. A poem, “Seventy Years,” dedi- 
cated to Mr. Sweeney, was read. 

About 20 friends of James R. Duffin, 


president of the Inter-Southern Life of 
Louisville, arranged a surprise birthday 


dinner at the Seelbach hotel, on Satur- 
day evening, Dec. 29, in honor of his 
fifty-third birthday. Most of the men 


present were Louisville men, with a few 
friends from outside of the city. 

A very handsome scrapbook made in 
Florence, Italy, and lined with mother 
of pearl, was presented. In this book 
the various toasts and 


| were copies of 
tributes delivered at the dinner, each 
being hand written and signed by the 
person making the tribute. 

Among those present were: Thomas 
S. McMurray, Jr., of Indianapolis; A. 
M. Wash, of Frankfort, Ky., James F. 


Ramey, Louisville; C. I. Hitchcock, 


Louisville; Dr. E. L. Powell, Louisville; 
Ellsworth Regenstein, Cincinnati: W. 
W. Moore, John F. Holland, W. C. 
Cockrell, Earl S. Gwin, W. E. Maffey, 
R. V. Board, F. W. Bailey, Walter J. 
Keenan, Owen D. Duffin, James E. 
Duffin, Virgil O. Duffin and Stanley 
Reed. 

Albert H. Zink, one of Buffalo’s live 


general insurance agents, has_ been 
elected president of the Kiwanis Club of 
that city. Mr. Zink was elected director 
a year ago and at the annual meeting 
recently was tendered the honor of 
headign the club. Mr. Zink is 41 years 
old. He entered the insurance business 
22 3 ago and for several vears was 
connected with the firm of Zink Bro- 
thers. He left that firm two vears ago 
tc go into business for himself and has 
within that period of time built up a 
prosperous agency through advertising 
_ personal service. Mr. Zink repre- 

nts the London Assurance and the 
Sietecnstiten Casualty and writes life in 


years 


the Aetna. He is a member of the Buf- 
falo Association of Fire Underwriters, 
the Life Underwriters of Buffalo and 


of the National Association of Fire In- 


surance Agents. 


Last vear the J. D. Bookstaver gen- 
eral agency of the Travelers at New 
York city wrote cver $20.000,000 in new 
life insurance. 
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Man Building 


Some one has said that a man is known by the company 
he keeps. It is also true that a company (whether it be 
a life insurance company or any other) is also known by 
the men it keeps. 


It is also a known fact that a community’s prestige and 
reputation is dependent upon its citizenship. 


The Ohio National Life Insurance Company is building 
its reputation and prestige on the selection of men of 
integrity and standing in their community. But the 
Ohio National Life does not stop there. It realizes that 
the properly trained representative is able to give better 
service to his policyholders and they, therefore, see to it 
that every agent is trained in accordance with his indi- 


vidual needs. 


(el 
The Ohio National goes a step further and supervises an [el 
agent throughout his entire career with the Company, Ss 
assisting him in many ways to become a successful life () 


insurance agent, a better and bigger man, and a credit 
and builder in his community, thus doing their share to 
the upbuilding of manhood and the community. 


A contract with the Ohio National Life Insurance Com- 
pany is more than a contract. It is becoming associated 
with a family of happy, successful, satisfied, trained and 
efficient life insurance salesmen. 


The Ohio National Life Insurance Company 


Cincinnati, Ohio 


T. W. APPLEBY, President W. F. McALLISTER, Agency Manager 
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Provident Mutual 


Life Insurance Company 
of Philadelphia 


PENNSYLVANIA 
FOUNDED 1865 


The new policy contracts of the Provident 
Mutual make it easy for an agent to fit 
a policy to a definite need of his policy- 
holder. 


The policyholder also finds it easy to un- 
derstand that his particular purpose in 
taking the policy will be definitely car- 
ried out. 


These policies are thus admirably adapted 
to an Insurance Programme—for the pro- 
tection of the policyholder’s family or of 
his own old age, through income—for the 
education of his children—for the protec- 
tion of his business or of his estate—for the 
cancellation of a mortgage or other debts. 
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The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT *~° MONTHLY INCOME INSURANCE. 


LATEST POLICIES AND AGENCY CONTRACT BU'US7 HE 
Openings O80, IMD. KY. MICH. and W.VA. Write Columbas 

















As An Agent—Ask Yourself 


“name”—or on 





Are you representing your company on a 

the sales opportunities it offers you? 

In these days it behooves every agent to dig beneath the 

surface and ask himself— 
“Could I get more 
better sales cooperation? 

Then consider what the Medical Life offers you. With the 

agency for this company you are in a position to write 

100% of your prospects. 

Our policies cover standard and sub-standard 

Endowment Insurance. 

Why work under a handicap? 


I had 


business if 


—also Child's 


Write for our agency plan. 


” 


ICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO IOWA 


I. G. LONDERGAN 
Vice Pres. & Gen’!. Mgr. 


E. E. BROWN 


Agency Supervisor 


























LIFE AGENCY CHANGES | 














JOINS CONNECTICUT GENERAL 


John A. Coffman, from Home Office of 
Aetna Life, Becomes General 
Agent at Cleveland 


The Connecticut General Life an- 
nounces the appointment of John A. 
Coffman as general agent in Cleveland, 
O. Mr. Coffman has lived in Hartford 
for a number of years. He is a man of 
wide experience in life insurance. 

He entered the business as an agent 
for the Northwestern Mutual, became 


interested in agency organization work, 
and about six years ago joined the home 
office organization of the Travelers. He 
acted as 
agencies 


assistant superintendent of 
in the life-accident group de- 





JOHN A, COFFMAN 
partment and later went to the Aetna 
Life in a similar capacity, only recently 
joining K. A. Luther's office. 
In returning to the selling field he 


takes with him exactly the training and 
experience needed for building up a suc- 
cessful agency organization. 

Leland Wilson, formerly of the acci- 
dent department and recently of the 
Newark branch office, has succeeded Mr. 
Coffman at the Aetna Life and is now 
associated with Mr. Luther. 


REORGANIZE AGENCY FORCE 


West Coast Life Puts California Field 
on Entirely New Basis as Part 
of New Campaign 


With the advent of the new year an 
almost complete reorganization of 
agency supervision in California will be 
effected by the West Coast Life of San 
Francisco. There will be no more super- 
intendents or supervisors in the state, 
but in their place agency directors are 
being appointed, with the state divided 
into more districts than formerly The 
changes were announced on Dec. 28 at 
a luncheon given by the company to the 
new agency directors. The new arrange- 


ment which will enable the state to be 
worked more intensively and more 
closely supervised under the personal 


direction of Vice-President Helser is as 
follows: 

Otto Langpaap, who for the past sev- 
eral years has been superintendent of the 
entire state, will now be agency director 
of San Francisco, city and county, with 
offices at San Francisco; Fred S. Stripp, 
formerly manager of the company’s 
group department and later supervisor 
at the home office, will have charge of 
Alameda county and the Stockton, Mo- 
desto and Fresno agencies, with offices 





at Oakland; G. S. Cutler, who for sev- 
eral years Se ‘has been assistant super- 
intendent in charge of the northern 
California department, will now become 
agency director at that territory, with 
offices at Sacramento; Gerald R. Simp- 
son, formerly supervisor at San Jose, 
now becomes agency director of the 
south coast department and southern 
California, exclusive of Los Angtles 
county, which is in charge of General 
Agent A. V. Woods and Agency Direc- 
tor G. D. Thomas; C. Rapley, formerly 
district manager at Santa Rosa, will now 
have charge of the north coast depart- 
ment as agency director. 


BIG CHICAGO AGENCY NAMED 


Fred S. James & Co., Le-ling General 
Agency, Appointed Travelers General 
Agents—Spear Made Manager 


S. James & Co., one of the larg- 
est general insurance agencies in Chi- 
cago, announce their appointment as 
general agents by the Travelers for the 


Fred 


life department. The James agency, 
established in 1872, for years wrote only 
fire insurance, but later added casualty, 
surety and marine departments. About 


a year ago they organized a life insur- 
ance department, and the results for the 
first year have been so satisfactory that 
they find it necessary to add to their 
facilities to take care of their growing 
life business. The past year they rep- 
resented the Fidelity Mutual Life. 

John J. Spear, who has been a life in- 
surance manager in Chicago for several 
years past, has been appointed manager 
of this department by the James office. 
Mr. Spear has had a broad experience 
in underwriting and in agency develop- 
ment. He has been a general agent for 
the Lincoln National Life in the Chicago 
office and has been a big producer for 
that office. 


Harvey White 


Harvey White has been appointed 
Kentucky manager for the Shenandoah 
Life, effective Jan. 1. Mr. White has 


been associate manager in Louisville for 
the Phoenix Mutual Life and is resign- 
ing that office to take over the work of 
the Shenandoah. He will make his 
headquarters in Louisville. Mr. White 
has been active in Louisville in civic 
and political affairs as well as in the 
life underwriters’ association. He be- 
came a special agent of the Phoenix Mu- 
tual Life in 1915, but at the outbreak of 
the war entered the service, resigning 
the post of city treasurer of Louisville 
to go into the service. In 1919 he re- 


turned to the Phoenix Mutual Life and 
in 1920 hecame associate manager of the 
Louisville agency with George Mac- 
Donald. 
R. M. Rawls 

Robert M. Rawls. formerly district 
agent for the Pacific Mutual Life in 
Springfield, Mo., has been appointed 
general agent for the Continental Life 
of St. Louis for southwestern Missouri 
with headquarters at 407 Woodruff 
building, Springfield. Mr. Rawls has 
been in the insurancse business for four 
vears. Prior to that he was associated 
with one of the leading southwestern 


railroads. ; 
The Continental Life has filed formal 
application for admission to Michigan 


and probably will begin operations in 
that state early in January. A promi- 
nent Detroit insurance man is being 


considered for Michigan state agent. 


State Mutual Virginia Appointments 


Archie E. Acie, who has been district 
manager at Norfolk, Va., for the State 
Mutual of Worcester for several vears, 
left the service of the company Jan. 1 


with a view of preparing for the Method- 
ist ministry. His successor at Norfolk 
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is Carl L. Christian. Raymond B. 
Bridges has been appointed district man- 
ager at Staunton tor the State Mutual. 
These appointments were announced by 
John C. Goode, Virginia manager for the 
company at Richmond. Mr. Goode also 
announces that S. Grant King, a travel- | 
ing man of wide experience, has been 
added to his staff of special representa- 
tives at Richmond. 





Turley & Esdohr 

The newly formed Turley & Esdohr | 
general agency for the Standard Life | 
of St. Louis has established headquar- | 
ters in St. Louis and will serve a tier of 
counties along the Mississippi river in | 
Missouri and in Illinois and will write 


Iowa. L. L. 


some business in Turley | 
and H. B. Esdohr, the members of the 
firm, are leading producers for the 


Mr. Turley, who joined 
the Standard Life in October, 1922, 
wrote more than $1,000,000 in his first | 
vear with the company. Both were 
charter members of the Standard’s 
Quarter Million Club. 


Standard Life. 





Brooks & Krug 
The Sun Life of Baltimore 
nounced the appointment of Brox 
Krug as general agents in its home city. 
Rodney J. Brooks is the active head 
of the firm of Joseph W. Brooks & Co., 
general insurance agents and brokers at 
Baltimore. Desiring to extend to his 
large clientele the highest form of serv- 
ice in the more specialized branch of life 
underwriting, and promote 
sale of life insurance generally, he 
has organized this agency. 
Andrew H. Krug, who will be in 
charge of the agency, i 
one of the leading life insurance schools 


ks & 


in order to 
the 


active 


is a graduate of 


of the country and an experienced, suc- 
cessful life underwriter. He is widely | 
known in his city, having spent many 


vears in the field of public education. 





V. A. and Sidney McNeil 

Walter L. Bell of the Wichita, Kan., 
agency of the Standard Life of St. Louis 
has taken into his partnership Virgil A 
and Sidney McNeil. Virgil A. i 
of a bank at Oxicrd, Kan., president of 
the Mayfield, Kan., State Bank and | 
vice-president of the Earlton, Kan., State | 
Bank. His brother has been serving as 
president of the Bank of Wann, Okla. 
Both have had some life insurance expe- 
rience. 


is cashier 





Farmers & Traders Life 

The Farmers & Traders Life of Syra- | 

cuse, N. Y., in connection with its 

Grange business, is establishing agency | 

connections in New York City, Buffalo, 

Rochester and the larger 
cities in Pennsylvania. 


several of 





AMERICAN 
CENTRAL 
LIFE 





Insurance Co. 


INDIANAPOLIS 
Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 
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H. M. McCallum 
H. M. McCallum has been appointed | 
manager at Montreal for the London | 
Life. 





S. W. McCullough 
S. W. McCullough, 


Brandon, 


for the past four 
Man., for 


vears manager at 
the Monarch Life Co., has been ap- 
pointed manager for the Canada Life 


at Brandon. 





Abe Carroll, Jr. 


The Reliance Life of Pittsburgh an- 
nounces the appointment of Abe Carroll, 


Jr., as general agent at Dallas. Mr. 
Carroll is a native Texan, was born 
and reared in Ellis county. He has 
sold insurance in Ennis, Waxahachie 


and for the past three years has been 
in Dallas, first with Rosenbaum 
3rothers, general agents for the Pacific 
Mutual, and for the past year with 
Miller-Stemmons, general insurance. 





Fred W. Meyer, Jr. 


Fred W. Meyer, Jr., formerly attached 
to the St. Louis agency of the Interna- 
tional Life, has been appointed to a gen- 
eral agency with headquarters at Owens- 
ville, Mo. His promotion came at the 





A Bigger Opportunity 


HERE is a decided advantage in an 

agency representation of the Inter- 
Southern Life. Not only are you equipped 
with good policy contracts and liberal com- 
missions, but in addition you represent a 
Clean, Strong and Progressive company. This 
means much to the man in the field. 


That type of home office relationship gives 
you the assurance that everyone of your 


Inter-Southern Life 
JAMES R. DUFFIN, President 


policyholders will receive eminently fair 
treatment. 


Just now, we have several very good general 
agency opportunities in Illinois. We would 
like to hear from several men in that state 
who are prepared to put in their best efforts 
in establishing themselves as worthwhile 
life insurance men. 


Insurance Company 
LOUISVILLE, KENTUCKY 
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Provident Life 


Insurance Company 
ja Bismarck, North Dakota 


Insurance in Force, $13,500,000 
F. L. CONKLIN, 








H. H, STEELE, _ 
President 4. B. BEACH, 











C.L, YOUNG, | Asst. Sec. and Actuary 

Vice-President Ww. H. BODENSTAB, 

J. L. BELL, Medical Director 
| Treasurer { 
p + 
= 








Only high-type men and women can obtain 
contract to represent this company. 

Open territory in Ohio and Minneseta. 
Interesting General Agent's contract di- 
rect with Company backed by real ce- 
oper ation. 





Cuwron Matonay 
President 
A. Mosziay Horxiws, Manager of Agencics 


Home Office Building 
111.N. BROAD ST... PHILADELPHIA, PA. 


Jackson Mavenszy 
Vico Presid 














HOME LIFE INSURANCE CO. 
New York 


WM. A. MARSHALL, President 


The 63rd Annual Report shows: 
Premiums received during the year 1922.$ 7,369,835 
Payments to Policyholders and their 

beneficiaries in Death Claims, Endow- 


ments, Dividends, Etc............... 5,400,769 

Amount added to the Insurance Reserv 
SD  wsgesnsanscnscediasesances vee 06,762 

Net Interest Income from Investment Fite, 922 

($722,352 in excess of the amount 

required to maintain the reserve.) 
Actual mortality experience 52.87% of 

the amount expected. 
OY Oe 232,163,052 
GEIS GAOT) ccccccccccccesccoscece 46,253,715 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank 
Building 
CINCINNATI, OHIO 
HOYT W. GALE 
General Manager for Northern Ohie 
220-233 Leader-News Building 
CLEVELAND, OHIO 








Capable Policy-Placers 


can always find a satisfactory oppor- 
tunity for work with this Compan 
in good territory—men who can col- 
lect the premiums as well as write 
the application. Why not make 
inquiry now? 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
Address: 


ALBERT E. AWDE, Supt. of Agencies 





| with a®paid membership of 277. 














end of a year of splendid results. His | 
business for the year totalled almost 
$400,000 and came close to leading the | 
entire agency force in number of ap- 
plications. Mr, Meyer took up his resi- 
dence in Owensville on January 1. 


North American National 


G. H. Dale, formerly general agent of 
the Commonwealth Life at Oklahoma 
City, has been appointed state agent in 
Arkansas for the North American Na- 
tional Life of Omaha, with headquarters 
at Little Rock. Roy Staton, formerly 
with the Standard Life of St. Louis, has 


been appointed Oklahoma state agent | 


for the North American National Life, 
with headquarters at Oklahoma City. 


Thomas E, Hayden 


Thomas E. Hayden, formerly special 
agent in Kentucky and Indiana for the 
Western of Toronto, and more recently 
in the life insurance business, has as of 
Jan. 1, become Louisville district mana- 
ger for the Prudential, with offices at 
409 Starks building. 


J. W. Millholland 


J. W. Milholland has been appointed 
manager of the central Ohio department 
of the Ohio National Life. He has dis- 





ae his insurance agency at Lon- 


| don, O., to take up the new work. His 
headquarters will be maintained at 
Columbus. 

Life Agency Notes 

The Atlantic Life announces the ap- 
pointment of A. J. Bristow as district 
agent at Beckley, W: Va. 

H. L. Cantelon has been appointed 
group insurance representative for the 
Sun Life of Canada at Detroit. 

Robert Schiller, vice-president of the 


wholesale millinery 


M. Heimann & Co. 
has become 


establishment in Milwaukee, 


special representative of the Equitable 
Life at the E. L. Carson agency in Mil- 
waukee. 

Maj. Earl S. Driver, until recently as- 


sistant adjutant general of the Wiscon- 
sin National Guard, and former star half 


back of the University of Wisconsin, has 
been appointed special agent for the 
Equitable Life at Madison, Wis. 

The Spencer C. Fish Insurance Agency 
of Whit vater, Wis., has been incorpo- 
rated by Spencer C, Fish, Herbert Taft, 
J. P. Mortimer and Claire Benson. Mr. 
Fish retires from active work in con- 
nection with the agency to become dis- 
trict agent at La Crosse of the North- 


western Mutual Life. 

Robert C. Wall has been made special 
field assistant of the life department of 
the Milwaukee branch of the Travelers 
of Hartford, to serve under T. R. Richey, 
department manager. Gales B. Siebert 
has returned from Illinois to resume his 
former post as field assistant under Mr. 
Richey at the Milwaukee branch. 














NEWS OF LOCAL ASSOCIATIONS 














Nashville, Tenn.—C. A. Craig, presi- 
dent of the National Life & Accident, 
addressed the Nashville association at 
its December meeting on “Business Life 
Insurance and its Relation to Credit.” He 
pointed out that while business insur- 
ance does not make so direct an appeal 
as that in which the policy is taken out 
for an individual beneficiary, as it lacks 
sentiment and there are no heart throbs 
in connection with it, yet conditions often 
arise that make it just as necessary to 
the future of one’s dependents as life in- 
surance taken out directly for their pro- 
tection. He showed how important it is 
for a man to safeguard the future of his 
business in the event of his death, in 
order to insure that the estate which he 
had built up in that way may be handed 
down intact to his family. 

* * * 

Casper, Wyo.—Bankers of Casper were 
the guests of the Wyoming association 
at its December meeting for the discus- 
sion of bank credit and life insurance. 
E. L. Good, vice-president of the asso- 
ciation, spoke on the topic from the life 
underwriter’s viewpoint, and R. C. 
Cather, president of the Wyoming Trust 
Company, gave the banker’s point of 
view. Guy Gay, president of the asso- 
ciation, spoke on “Organization.” 

oe @ 

Toronto, Ont.—The Toronto association 
held its annual meeting at which the 
following officers were elected for 1924 
President, S. C. Vinen, Canada Life; first 
vice-president, William Triggs, Mutual 
Life of Canada; second vice-president, W. 
S. Naylor, Dominion Life. In his address, 
Mr. Vinen stressed the importance of 
greater publicity concerning the work 
and objects of the association and fore- 
casted great developments during 1924. 

The report of the retiring president, J. 
J. McSweeney, brought out the fact that 
in the last four years the membership 
of the Toronto association has increased 
166 percent, this year the books closing 
During 
the meeting a number of tributes were 
paid to Mr. McSweeney for the splendid 
work he had done during the year and 
the contribution he had made to the 
work of the association during his term 
of office. 

George H. Harris of Montreal, who was 
a guest at the meeting, outlined the 
splendid course on insurance and sales- 
manship which is being put on at McGill 
University. 

* * * 

Sioux Falls, 8, D.—The South Dakota 
association held its December meeting at 
Sioux Falls, with W. N. Van Camp of 
Pierre, state insurance commissioner, as 
the principal speaker of the day. Mr. 
Van Camp expressed himself as heartily 
in accord with the association move- 
ment and said that much could be done 
by the association in improving business 
conditions. Numerous plans for placing 
the business on a higher ethical plane 
were discussed, and as a result, a spe- 


'cial blank, requiring more rigid qualifi- 





agents, was adopted by the 
association. The plan as proposed is 
expected to do away to a large extent 
with part-timers and tend toward a 
better selection of men for the business, 

*x* * * 

New York—The date 
sales congress of the New York associ- 
ation has not been definitely set as yet, 
but it is believed that it will be held 
at the Hotel Astor March 11. The asso- 
ciation’s annual banquet meeting will be 
held that evening and tentative plans 
call for the full day sales conference to 
precede this. 

The relationship of trust companies to 
life insurance offices will be considered 
at the gathering of the New York asso- 
ciation at the Hotel Astor Jan. 8. Speak- 
ers on the occasion will include Merrell 
F. Callaway, vice-president, Guaranty 
Trust; William W. Hoffman, vice-presi- 
dent, National City Bank, and Dudley F. 
Fowler, assistant trust officer, Bank of 
America, 


eations of 


for the annual 





= a 
Buffalo, N. Y¥.—At the January meet- 
ing of the Buffalo Life Underwriters, 


Gilman, one of Boston's big- 
who made an especial hit 
Association meeting in 
Chicago, will be the speaker. Date of 
the meeting will be announced later. 

* * * 

Tulsa, Okla.—The Tulsa association 
put over its December educational pro- 
gram with pep, purpose and precision. 
One week afterward the consensus of 
opinion, especially among the big credit 
men, who were guests of the occasion, is 
that life insurance was never so success- 
fully sold to such a large number of 
our high class citizens. 

W. O. Buck, vice-president of the Cen- 
tral National Bank, spoke on “The Rela- 


Charles C. 
gest producers, 
at the National 


tion of Life Insurance and Bank Cred- 
its.” He told how just recently one of 
the most successful men in Tulsa had 


business which had in it 
every element of big success. He related 
how this man of ability, integrity and 
energy was able to pay notes, by adding 
a life policy that would discharge the 
obligations if he dies, thus eliminating 
the chief element of risk in this big un- 


purchased a 


dertaking. 
Dr. P. P. Claxton, superintendent of 
Tulsa public schools, who for eleven 


years was United States commissioner of 
education, proposed a plan whereby an 
organization be perfected that will lend 
money to students of character that they 
may finish their education and thus mul- 
tiply their earning ability. He proposed 
that such students shall insure their 
lives for the amount they borrow, thus 
returning the principal sum in the event 


of death. Dr. Claxton’s subject’ was 
“How Life Insurance Provides Peace of 
Mind.” He told how so often in life, 





when disaster came, where sickness en- 
sued, when life’s burdens were heavy and 
worries great, a life insurance policy was 








ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
343 S. Dearborn St. 
Telephone Harrison 3384 
CHICAGO, ILL. 








A. GLOVER & CO. 


© Consulting Actuaries 
Life Insurance Accountants 
Statisticians 
29 South La Salle Street, Chicago 








Actuaries & Examiners 
600 Gates Building 
Kansas City, Mo. 


OHNE. HIGDON 
OHNC. HIGDON 








RANK J. HAIGHT 


CONSULTING 
ACTUARY 


810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








EDERIC S. WITHINGTON 
CONSULTING ACTUARY 
948-949 Insurance Exchange Bldg. 
Tel. Walnut 3761 DES MOINES, IA. 








J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
ared. The Law of Insurance a 


Specialty. 
Bldg. OKLAHOMA CITY 








H. NITCHIE 
. ACTUARY 


1523 Association Bldg. 19 S. La Salle St 
Telephone State 4992 . . CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST.LOUIS MO. 


























“THE COMPANY OF CO-OPERATION” 


DES MOINES 
LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days 


If it appeals to you, write 





HOME OFFICE | 


DES MOINES 18.1. Bidg.) IOWA | 


TERRITORY 


IOWA SOUTH DAKOTA , 
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SHIELD POLICIES 


SF Ordinary Life Insurance 
Industrial Life Insurance 
Health § Accident Insurance 


MORE THAN $30,000,000.00 


Paid in Claims during the last 20 Years 


C.A. CRAIG, Presipent W.S. BEARDEN. Secr-Treas. 
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the one haven of rest and protection. 

L. E, Abbott, president of Halliburton- | 
Abbott Dry Goods Company, declared 
that he had recently had personal ex- 
perience with the largest credit houses 
in the east that convinced him that no 
other element of financial strength is 
more favorably considered than a lib- 
eral amount of life insurance on the 
heads of business. 

George E. Lackey of Oklahoma City, 
vice-president of the National Associa- 
tion, emphasized the necessity of pro- 
tecting the “Human Asset in Business.” 
O. P. Sturm, president of the Tulsa as- 
sociation, was toastmaster, 

~ ~ * 

Detroit, Mich.—At the next meeting of 

the Detroit association on Monday eve- 





nine, Jan. 7, it is expected that plans will 
be completed for the proposed advertis- 
| ing campaign to establish the identity 
of the organization in the public mind 
with a view of improving general condi- 
tions among local agents, eliminating un- 
fair practices and increasing the mem- 
bership of the association. 

| *x* * * 


Columbus, 0.—T. A. Williams of the 
Aetna Life has resigned as secretary of 
the Columbus association and has been 
succeeded by Ely Miller of the Provident 
Mutual Life. The association is putting 
on a membership contest to continue 
through January The captains of the 
two teams of ten members each are J. G. 
Belknap and Arhur D. Hall. The dues 

| of the association have been increased, 








WITH INDUSTRIAL MEN 





THE NATIONAL LIFE & ACCIDENT INSURANCE G¥ 





HOME OFFICE: NATIONAL BUILDING 
NASHVILLE — TENNESSEE 








In all the History of Life Insurance, there have been 
Few Developments as Significant as the Growth of the 
COLUMBUS MUTUAL LIFE INSURANCE COM- 
PANY, the Company which first Eliminated General 
Agents and other Middlemen, which First Gave Vested Re- 
newals, and which First Gave Unrestricted Territory to 
Agents. There are other Innovations to the Credit of the 
COLUMBUS MUTUAL LIFE, including Perfected En- 
dowment Policies. If you think of a Change in Connections, 
write Your Name and Address on the Margin of this Ad- 
vertisement and Mail to the Home Office of the COLUM- 
BUS MUTUAL LIFE at Columbus, Ohio. The Most 
Interesting Insurance Literature You ever Saw will be 
Forwarded to You. Such an Inquiry Involves no Obliga- 
tion. 


N recent months two men have given up $10,000.00 annua salaries to go with the 
COLUMBUS MUTUAL LIFE, although this Company pays no salaries. In the long 
run they will do much better with the COLUMBUS MUTUAL however. 











A MAN’S JOB 


IS TO MAKE A SUCCESS 


You can do it with a company that has 
$67,721,828 business in force 
12,325,323 in admitted assets 
10,488,699 securities on deposit with the State 
12,536,498 paid to policyholders 
6.23 interest earned in 1922 


SEE THE 


INSURANCE COMPANY 


FRANK D. JACKSON, Pres. 
DES MOINES, IOWA 





ROYAL UNION MUTUAL LIFE 


SIDNEY A. FOSTER, Secy. 








»Easy to read, easy to digest 
buyer of ‘Easy Lessons in Life Insurance.” 
National Underwriter Company, 1362 Insurance Exchange, 


a text and review book with quiz supplement. 
Chicago. 


$1.50 


easy to remember, easy to put at work making dollars for me’’—thus writes a 


The 

















NEWS FROM THE PRUDENTIAL 


Field Changes and Honors Conferred 
on Agents in Various District 
of the Company 
Assistant 


Superintendent J. Findlay, 


of the McKeesport, Pa., district, has the 
distinction of ranking No. 3 in ordinary 
net new business among the entire as- 
sistancy force of the Prudential, while 
he leads the assistants of Division E in 
this item To Agent C, H, Robertson of 
the Dubois, Pa., district, belongs the 
honor of being second highest in the 
entire agency force of the company in 
ordinary net new business for the ex- 
pired portion of 1923 He is high man 
among the agents of Division E in this 


item. 

Agents Ernest E. Currin of Omaha, 
Neb., and Ludwig J. Goodsman of Daven- 
port, Ia., have been advanced to 
ant superintendent in their respectiv« 
districts 

Two Prudential old guard celebrations 
were recently held in St. Paul, Minn., dis- 
trict: Assistant Percy D. Hindmarsh, 
class B, and Agent Henry R. Stenholm, 
class A, Assistant superintendent Wil- 
liam J. Vouwie of Detroit No. 1 has 
rounded out 20 years of service with the 
company 

Beginning 
ency known as 


assist- 


Jan. 7, a new superintend- 
New York No. 9 will be 
opened, Isaac Goldstein, assistant super- 
intendent of New York No. 10, will be 
placed in charge. Mr. Goldstein entered 
the service of the company as agent in 
New York No. 12 district in 1904 In 
1909 he was promoted to assistant super- 
intendent in the New York No. 12 dis- 
trict, and in 1910 transferred to New 
York No. 10 in which district he has 
since been working 

Beginning Jan. 7 a new district will 
be opened, known as New York No, 11. 
Andrew W. Stuke, assistant superintend- 
ent in New York No, 10 will be placed 
in charge. Mr. Stuke entered the com- 
pany’s service as agent in the New York 


No. 3 district in 1904 and was advanced 
to assistant superintendent in the 
Poughkeepsie district in 1912, trans- 
ferred to New York No. 8 in 1917 and 
again to New York No. 10 in 1917 in the 
same capacity in which district he has 


since been working. 


Arthur A. Hearn has been promoted 
from assistant in the Dover district to 
| superintendent in the same district, ef- 


fective Jan. 7, 
Agent Harry 8S. Hafer of the Reading, 
Pa., district has completed 20 years’ 
|} service and was last week received into 
|} Class D of the Prudential old guard 


Life of Virginia Changes 


The Life Insurance Company of Vir- 
ginia has announced a number of 
changes in its home office. John H. Gary, 


now superintendent of the policy depart- 
|ment, becomes auditor of the industrial 
| department J. L. Clark, cashier in the 
| industrial department, is promoted to 
| Superintendent of the policy department, 
Mosley Hogg, chief clerk of the indus- 
| eri audit department, becomes cashier 
| of the industrial department. 

! 
' 


John Hancock Mutual 


The following have been promoted by 
| the John Hancock Mutual from the ranks 
of agents to assistants in the districts 
of their service: James Redfearn, Haver- 
hill; Bdward J. Reilly, So. Norwalk; 
Frank Andrysiak, Elizabeth; James P. 
Garrity, Waterbury; Anthony Bleich- 
rodt, Cleveland, 3; George J. Adams, 
Malden; Ralph L. Bostwick, Roxbury; 
George W. Cushine, Cohoes; Henry O, 
Theede, Chicago, 3; Patrick H. Morgan, 
St. Paul; John A, Green, Cohoes, N. of 
James E. Sherry, Quincy. The following 
have been promoted ard transferred: 
Earle J. Lewellyn, from agent at Hol- 
yoke to assistant at Schenectady; Wil- 
liam F. Flannery and Carl W. Hansen, 
from agents at Long Island City to as- 
sistant at Newark, N. J.; Henry Munhol- 
land, from agent at Philadelphia No, 1, 
to assistant at Chester; Thomas P. 
O'Gara, from agent at Waterbury to as- 
sistant at Meriden; Assistant Adam Hart, 
from Hackensack, N, J., to Orange, N. J.; 
Henry P. Evans, from agent to the post- 
tion of claim adjuster and application 
inspector at Chicago, 2; Elon T. Woola- 
cott, from assistant cashier at Fitch- 
burg, to cashier at Manchester, N. H.; 
Julius Polatschek, from assistant at 
Cohoes, to assistant-at-large at Troy, 
N. Y.; Thomas F. McMahon, from assist- 
ant-at-large, to assistant at Troy; James 
Proudfoot, from assistant to agency su- 
pervisor at Roxbury. 











NEWS OF LIFE COMPANIES 





Wisconsin Life—More than $1,000,000 
more insurance was written by the com- 
pany in 1923 than in 1922, according to 
a statement just issued. During the year 
dividends paid to policyholders amounted 
to $29,000. Free periodic health exami- 
nations are now offered to policyholders 
in the Wisconsin Life. The examinations 
are conducted by the Life Extension 
Institute. 

x * * 

Illinois Life—The company now re- 
ports a banner year for 1923, paid busi- 
ness totaling over $25,500,000 and insur- 


ance in force now being over $150,000,- 
000. The increase in insurance in force 
for 1923 was $9,000,000, compared with 


a gain of $5,000,000 last year. Total ad- 
mitted assets are now over $23,500,000, 
an increase of over $2,000,000. Total in- 
come for 1923 was $5,000,000. 
x * * 
Missouri State Life—The company has 
just concluded the best year of its career, 


according to President M. E. Singleton, 
During the year about $150,000,000 new 
life insurance, including group and in- 
creases and revivals, was paid for, while 


better than $250,000 in accident and 
health premiums were written. The 
company is now close to $500,000,000 in 
insurance in force. 


New Head for National of Canada 


Albert J. Ralston, for more than 19 
years managing-director and latterly, 
since the death of Elias Rogers, presi- 
dent and managing director of the Na- 
tional Life of Canada, is retiring on 
account of ill health, Mr. Ralston is 
widely known as an expert on bond 
investments, which comprise over 75 
percent of the assets of the National 
Life. George E. Beardmore, vice-presi- 
dent, has been appointed president to 
succeed Mr. Ralston. 
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Eureka Life Insurance Co. 
Of BALTIMORE, MD. 
Standard Ordinary WE UE serial Policies 


3. ze. WARFIELD, Jr., Secretary-Treasurer 


J. C. MAGINNIS, President 
Dr. J. H. IGLEH RT, Medical Director 


J. BARRY MAHOOL, Vice-President 








TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 


Executive Offices Wichita, Kansas 











INVESTMENTS 


Profitable Satisfactory 


Selected First Farm Mortgages on unexcelled security 
in the best diversified farming sections of Northern 
Illinois and Missouri. 

Highest interest earning consistent with safety. 

Our record for efficient and satisfactory service is the 
result of twenty-five years experience as Financial Cor- 
respondents for large Eastern Lifé Insurance Company 
and general mortgage brokers without a loss. 
Information regarding borrower, security and titles 
guaranteed. 

References and list of offerings furnished on request. 


Safe 


Hoffman Mortgage Company 


Central National Bank Building 
St. Louis, Missouri 
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a@ book that every life insurance man should 


A text book for beginners, a review book for experienced men, 
$1.50. including Quiz Book supplement. The 


have—Jacob A. Jackson's “Easy Lessons in Life Insurance.’’ 
National Underwriter, 1362 Insurance Exchange, Chicago. 














NEWS ABOUT LIFE POLICIES. 








| 
| Policy Literature, Rate Books, etc. 
| 


PRICE, $3.50 and $2.00 respectively. 


New Policies, dete ieee Dividends, Surrender Values, and all Changes in 
Supplementing the 
Digest” and ‘Little Gem,” Published Annually in May and April respectively. 


“Unique Manual- 














TO ALLOW MONTHLY PAYMENT 


Connecticut General Life Will Sell All 
Forms on Monthly Plan—Other 
Policy Changes 


The Connecticut General has an- 
nounced that it will in the future accept 
premiums on a monthly for all 
policy forms, the 12 monthly premiums 
to equal 105 percent of the annual pre- 
mium quoted. This plan will be effective 


yasis 


Jan. 1. This move of the Connecticut 
General is in line with previous an- 
nouncements by some other life com- 


panies of placing the life insurance pre- 
mium on a budget | The monthly 
payment of life insurance premium as a 
part of family budget has become more 
popular in recent years and the Con- 
necticut General has felt that many 
other policyholders would prefer to pay 
on this basis at the slightly increased 
rate. 


basis. 


nounces that it will pay interest of 5 
percent on supplementary contracts after 
Jan. 1, instead of 4% percent, the rate 
prevailing the last year. This rate applies 
to all funds left with the company, 
whether in settlement of non-participat- 
ing or participating policies. When the 
proceeds of a policy are to be retained by 
the company and paid in 240 monthly in- 
stallments to the beneficiary, each guar- 
anteed monthly payment will be 
creased 13 percent under the present 
schedule. Under the “principal and 6 
percent income” contract, the income is 
increased under the 
to 7 percent. Beginning June the in- 
terest rate allowed upon dividends leit 
on deposit at interest will be increased 
to 5 percent. 

The Connecticut General Life has 
added to its monthly income contracts, 
now issuing this form of policy at 70 and 
75. The company first issued an income 


contract in 1916, limiting it to age 65 
at that time. At present income con- 
tracts are issued for ages 55, 60, 65, 70 


and 75 on both ordinary and 20-payment 


plans. 


PHOENIX MUTUAL DIVIDENDS 


Increase of 5 Percent for 1924 Schedule 
Is Announced, Effective 
Next July 


The Phoenix Mutual Life has an- 
nounced another dividend increase of 5 
percent, effective in July, 1924. This 
gives the company the lowest net cost it 
has ever offered. The new dividend 
scale will be a 23 percent i 
the schedule of 1920. An increase of 10 
percent was effected in 1922, a 6 percent 
increase in 1923 and now a 5 percent in- 


crease. The new dividends for the first, 
fifth, tenth and twentieth years at age 
35 are as follows on the principal policy 
forms: 








6 % S38 
Div. 20- End. 
yr. End. at60 Ord, 
Bes $5.34 5.37 5.71 
Deece 6.38 6.06 6.25 
10. 8.08 7.20 7.07 
20. 13.45 10.74 9.16 
New England Mutual 
The New England Mutual has in- 
creased its interest rate on funds left 
with the company from 4.5 percent to 


4.75 percent. 
Equitable Life, New York 


The Equitable Life of New York has 
rate schedule on life 





announced a new 

annuity forms, effective Jan. 1. The 
Equitable has rearranged its life an- 
nuities according to the recently pub- 


The Connecticut General also an- | 


increase Over, 


! 








in- | 


new schedule from 6 | 9; 


| duction 


; achievement. 





lished investigations of the morality ex- 
perience and has effected reductions in 
premiums on all life annuity forms and 
single premium life policies The new 
rate on regular life annuities and single 
premium whole life forms at 5-year in- 
tervals are as follows: 















Annual é 
Price Ann. Price 
$100 An- per $100 An- per per 
Age nually $1,000 nually $1,000 
10.: 
15 
Zu 
25. 
30. 
40 
45 
50 
a. 
65 
70 
80 ot 
ae 474.40 2 
Farmers & Traders 
The Farmers & Traders Life of New 


announced a new schedule of 
effective Jan. 1. The rates 
reduction and the com- 


York has 
rates for 1924, 
show material 


pany has also reduced proportionately 
its rates on disability and double in- 
demnity. The new rates on the principal 
policy forms are as follows: 
al cs it] 
= & © 
: a m3 = ~ 
] he ] & 
© a ~ » fy > = 
ob Pa - : 4 = 
< —D—~ = 2 tt) wo . 
J — N m ? - - -_ 
3 $ $ $ 3 


$0.08 





Results from “App-a-Week” 


On Jan. 1, 1923, when the formation 
of the “App-a-Week” Club of the Pa- 
cific Mutual Life home office agency 
was announced, 12 members of this 
agency determined to reach the objec- 
tive set for the year of at least one 
application a week for the ensuing 12 
months. They are now at the end of 


the trail of 
and 
noted in 


52 weeks of successful pro- 
interesting results 
with their 
increase 


some 
connection 
Their average 
in first year’s commissions, as com- 
pared with 1922, is $1,140 each. The 
total production of written business of 
the 12 producers the first 11 months of 


are 


1923 was $1,689,000 more than for the 
same period of 1922, and the increase in 
paid for volume was $918,000. On a 


basis of approximately $15 as the aver- 
age commission earned, these twelve 
agents divided $13,770, this amount rep- 
resenting x in dollars and cents the meas- 
ure of increased efficiency over the pre- 
vious year. 





Dominion Life Changes 


E. F. Seagram has been appointed 
first vice-president of the Dominion 
Life to succeed the late S. B. Bricker. 
George B. Forbes has been appointed 
second _ vice-president. These two 
gentlemen were formerly second and 
third vice-presidents, respectivelv. F. 
S. Kumpf, formerly managing director 
of the Dominion Life, has been ap- 
pointed third vice president. 


Alfred D. Tinsley, prominent life 
underwriter of Deadwood, S. D., died last 
wee kin Sioux City, Ia. Mr. Tinsley was 
not only prominent among life insurance 


men, but was active throughout the 
state. He was private secretary to the 
late Senator J. H. Kyle of South Dakota. 
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MODERN BUSINESS GETTING METHODS 





Make Men Want Insurance; Agent Must 
Have Definite Program Before Going 


To Prospect, Says Cleveland Producer ay i find out his own way: 


H, SCHUMACHER 


BY GEORGE 


Cleveland Agency, Massachusetts Mutual 


W who have a pleasing personality 

and a thorough knowledge of the 
goods they are selling, who are well 
groomed and apparently full of energy- 
and who yet fail to make good. We see 
them making call after call with fever- 
ish energy, apparently “exposing them- 
selves to sales” and yet selling only an 
occasional policy. 

It is not possible to “expose oneself 
to sales” without catching them. The 
trouble with these men is that they are 
immune to sales infection. They are in 
no danger at all because it is only the 
man who is perspiring mentally who is 
really exposed. It is perfectly safe to 
stick your head into any number of 
offices a day and say, “You don’t want 
any life insurance today, do you?” or 


something equally useless Any ap- 
proach which doesn’t involve real hard 
brain work at some time is 99.44 per- 
cent immune. The only risk you run 


unless you are perspiring or have per- 
spired mentally is the chance of meet- 
ing a fellow who is tearing his hair in 
his eagerness to buy. 

Must Have Plan of Attack 


he perspiration does not have to be 
visible to the prospect. The greater 
part of the work that induced it may 
be all over before you enter his office. 
It may have been expended in stand- 
ardizing your sales talk—and by this I 
not mean dreaming in a desultory 
sort of way what vou might say in 
given cases. Real standardization is 
real work. 


To be effective it must in- 
clude a plan of attack just suited for 
any situation which may arise 


do 


when 
dealing with any of the types of pros- 
pect with whom you expect to do busi- 
ness. It means the constant 
of data and putting it in available form. 
It means enough study to enable you 
to know your course so thoroughly that 
you can get back on the track after you 


have been thrown off by an interrup- 
tion. You will never be satistied with 
your various sales talks; they must be 
constantly revised in the light of your 
daily experience—and that means unin 
termitting work. You must know 
where you are going. Sounds simple? 
Perhaps, but how many there are who 
start an interview with a very vague 
idea of their objective—perhaps no 


want to “sell him 
life insurance.” There are enough 
hazards, enough uncertainties that will 
develop during the interview without 
leaving anything to chance that can be 
prepared for ahead of time. The stand- 
ardized talk leaves you free to use your 
head; it is not intended as a substitute 
for brain work during the interview. 


more than that they 


some 


Make Man Want Insurance 


\ man is extremely cautious about 
buying things he needs; he takes his 
time at it, “thinks it over.” It is only 


when he sees something he wants that 
he acts auickly, almost recklessly. Don’t 
go into his office and tell him he needs 
insurance; make him want it. Life in- 
surance is something he needs, but it is 
him desire what it 


up to vou to make 

lone will furnish with the same enthusi- 
asm that he desires an automobile or 
some oriental rug he has been looking 
at and longing for. To do this you 
must hammer home two ideas—inde- 
nendence m old age if he lives, and a 
monthly income for his family if he 
dces not. I do not inean that we must 


talk endowment insurance; show him 
how our ordinary ‘ie contracts both 
sive the maximum protection for his 


E ALL know them, the agents | 


collection | 


| family and, if the divicends are left to 
automatically mature 


when he is advanced in 


| accumulate, as 
| endowments 


| years. 


ane independence in old age. Let him 
know that statistics tell that 97 
cent of the men who live to age 65 
dependent It is certainly better te 
have money when we old and not 
need it than to need it and not have 

He will see that clearly. Quote a say 
our old friend, Samuel Butter, 


er 
are 


us 
are 


ing ot 
we feel that we have a competence at 
our backs so that we can die warm end 
quietly in our beds, with need 
worry about expense, we live our lives 
out to the dregs no matter how excru- 
ciating our torments.” Samuel was 
right; if you don't think so, look around 
and you'll be convinced very 


, 
quickly 
Advantage of Monthly Income 


Chen drive ahead on the sure income 


for his family. 


support dependent life throughout thx 





Pound in the idea of certain comiort 


which certainly is very appropriate: “If; 


Say to him: “Mr. Blank, | 


it is possible for me to arrange it so 
that vour wife will receive a certain 
definite monthly income as long as 
she lives—no matter what amount you 
may have in mind This can be 
done through the medium of legal re- 
serve life insurance—monthly income |} 
plan. Monthly income is the only form 
of insurance which will, can, and does 


period of dependency Lump sum 
money does not, cannot, and will not 
do it Get those words—does not, can 
not, and will not. This is not an opin- 
ion but a fact I ump sum imsurance 1s 
the old “blunderbuss” type, firing one 
discharge at death, usually bringing no 
termanent results except the smoke 
Monthly income insurance is of the 
“Lewis machine gun” tyne, firing auto- | 
matically, round after round at the nov 
unseen enemy (lack of food, lack of 
clothing, lack of shelter) Income 
surance has never been beaten; it has 
never hesitated in its advance; its re 
serves are practically inexhaustible. The 
great men of the country, both intellec- 
tually and tinanciallv, are including it 


: 


among their reserves 


Lump Sum Settlement 
“Atkinson tells us that 95 percent of 
all cash or readily convertible securities 
is gone in five years 


“Lawyers, physicians, actuaries, math 
cmMaticians ’ church men, 
social workers—those studying the sub- 
ject from every angle for the last fif- 
teen or twenty vears have reached thx 
conclusion that the lump sum does not, 


Mnancirers, 


one by are self supporting. That is 
the first thing that must be provided for. 
I'm here to help vou do it.” 

Make Sales Take 


one 


Each | 
and it | 
through work and 

We life insur- 
dealing with is- 


my way of doing it 


can only be found 
study and perspiration 


ance representatives are 


| TALKS WITH LIFE 


HE message carried to the farmer by 

Felix M. Locher, Pacific Mutual 
general agent at Fresno, Cal., is as fol- 
lows 


“The message I am carrying to the 
farmer is of a different nature entirely, | 
and I would like to carry this same | 


message to every life man in the coun- 
It is a triple message of encourage- 
ment—first, to save; second, to protect 
with life insurance what we have saved; 
and third, to keep on working. 

“The first the encourage 
ment to save, is a message of blessing 
to all mankind and should be carried by 


try 


message, 





us into every home The second mes- 
sage, the encouragement to protect with 
life insurance what we have saved, un- | 
fortunately only applies to a certain | 
small percentage of humanity The | 
other and iarger percentage of the peo- | 
ple must necessarily be classified as fol | 
lows First, those who are too poor | 
to buy life insurance. (God help them! | 
Charity will have to take care of them.) | 
Second, those who would like to have 
it, but can’t get it (It's mostly their 
own fault on account of early procras 
tination. We pity them.) And third (I 


am afraid the devil will get these), those 


who are so selfish that they would see 


their families humiliated by the great 
lest sufferings and sacrifices rather than 
deny themselves just few comforts 
and luxuries each day 

“The third, and in my estimation, | 
|} most important message which | con 
tinuously carry to the farmer, and which 
I wish to impress upon every life sales- | 
man, particularly right now in this | 
period of the year, is the message of | 
| encouragement—to keep on working } 
never to lose faith in ourselves, or in 
our chosen career—never to fear—nevet 
to give up or to become discouraged in | 
spite oi all the disappointments we may 
experience each day Indeed, it takes | 
courage to follow the career of a lif 
underwriter It takes courage also to | 
successfully follow the business of a 
farmet Both of these professions de- | 


cannot, and will not support dependent | 


life through the period of dependency. 

“Only monthly income, fixed for the 
period, whatever that period is, is safe 
The first period, of course from 
the father’s death until children, 


is this 


the 








sues of life and death; upon our efforts 
depend the keeping together of families, 
the comfort and safety of women and 
children. If we don’t fulfill that duty 
we have no right to be in the business. 
It takes more than mere calls to do it, 
more than a lot of immune “exposures 
to Make your “take” or 
get out of the business. 


sales.’ sales 


INSURANCE MEN H 
| 


mand men of keen, far-sighted judg- 
ment, men of courage, men who can 
face danger, men who are willing to 
put up a fight for success, men who 
deny failure. 

“Can you picture some of the fore- 
most recent misfortunes of a farmer: 
First year, frost; second year, no rain; 
third year, abundant crops but poor 
prices; fourth year, floods. That hero 
indeed needs a message of encourage- 
ment to keep up his good work for 
another year. We are supposed to carry 
this message to him. But how could 
we carry such a message if we our- 


selves had given up the fight, had be- 


;} come discouraged and disgusted with 
our work?” 
a. 2. @ 

LIFE insurance executive said the 

other day in connection with the 
total and permanent disability clause 
that he feared more than anything else 
the results from tuberculosis. A policy- 
holder may contract incipient tubercu- 
losis His physician orders him to 


He is compelled to 
He falls back on his 


another climate 


give up his work, 


|} total and permanent disability clause and 


company is stuck. He has the cer- 
tificate of the doctor and his edict that 
he must get away. This executive said 
that « hke this may prove a severe 
company in view of the 
premium charge for the 
Companies, therefore, are 
their applications very care 
whether there is any indica 
tendency. Some com- 


ascs 
on a 


ll extra 


small 
clause 
watching 
fully to see 
tion of tubercular 


panies, for example, will not give under 
weights the advantage of the disability 
clause feeling that tuberculosis may be 
contracted 
’ > 
LIFE insurance observer has re 


marked that a high type of executive 
found in almost every 
He said that one of the 
interesting features in life insurance in 
recent vears was the new men that have 
been attracted to executive positions. 


otheers can be 


home office 





Organization 
Methods 


Main Office: 40 Rector St., New York 


Personnel 


_H. A. HOPF AND COMPANY | 


MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 


Equipment 


Western Office: 327 8. La Salle St., Chicago 


Standardization 
Modern Office Planning 














HARRISON B. SMITH, President 





George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia and Michigan 


Address 


ERNEST C. MILAIR, Vice-President and Secretary 























a |HE Chicago National 
Pg ra Life Insurance Com- 
S77) pany has special in- 
—2J ducements for live 
agents in Illinois and Indiana, 
advantageous contracts, 
standard policy forms, home 
office co-operation and the 


influence of 1200 stockhold- 
ers in both States. 






Five thousand leads received last 
month from our stockholders. 


Chicago National Gnderwriters Co. 
GENERAL AGENTS 


202 So. State St. Chicago, IIl. 














PROSPECTS 


We are giving them to our 
salesmen at the rate of 


40,000 per Year 
We Help Our Salesmen 











Bankers Life Company 


DES MOINES, IOWA 


Established 1879 GEO. KUHNS, President 


























THE NATIONAL UNDE RWRITER 


Mans of these were not life insurance 
men nor had they been trained in life 
insurance offices or in the field. Yet 
they brought to the home office an 
executive experience, a vision, a wide 
knowledge of business affairs in gen- 
eral and they have made a success. He 


for example, that Vice-President 
M. J. Cleary had become vice-president 
of the Northwestern Mutual Life. Mr. 
Cleary had been a lawyer, a legislator, 
and was insurance commissioner ot 
Wisconsin. Since taking his executive 
seat he has shown rare ability along 
administrative lines. M. E. Singleton, 
president of the Missouri State Life, is 
another recent example of a business 
man getting into lite insurance with 
both feet and making his company go. 
He said that the Missouri State Life is 
making rapid progress and it is due to 
the application of progressive business 
principles to the business. Another 
man, who had no life insurance experi- 
ence, who has come to the front and is 
making himself felt in his great insti- 
tution, is Dr. J. V. E. Westfall, vice- 
president of the Equitable Life of New 
York. Dr. John A. Stevenson, one of 
the vice-presidents of the Equitable, was 
taken to that company from the educa- 
tional field. 

This observer said that frequently it 
is of great benefit to a life company to 
get an executive from the outside who 
is well acquainted with business prac- 


said, 


tice and who has had training along 
administrative lines in some other direc- 
tion. He further said that a life insur- 


ance company will always respond to a 
strong, intelligent, sagacious administra- 
tion. The companies that are making 
real progress today are the ones that 
are well managed. 
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LIFE insurance manager said the 

other day that he was having a book 
compiled for the use of his agency to 
consist of cryptic sayings, epigrams, and 
striking, compact sentences that are 
often found in addresses or in life in- 
surance literature. He feels that fre- 
quently these concise paragraphs are 
more effective than an extended argu- 
ment. J. T. Phelps of Boston, Mass., 
old-time general agent of the National 
Life of Vermont, was noted for his epi- 
grams that were applicable to life in- 
surance. These were published in book 
form and during his day were widely 
read. 

This manager said that at an agency 
meeting in his office the other day, for 
example, one agent said: “There is only 
one thing worse than a home without 
a mother and that is a mother without 
a home.” This expression, the man- 
ager said, struck him very forcefully as 
a strong argument for life insurance. 


Plico Club Elects 


At the annual luncheon of the home 
office Plico Club of the Philadelphia 
Life, the new officers of the club were 
installed: Mr. Murphy, president, and 
Miss Caroline Katzenstein, vice presi- 
dent. About 75 persons attended, the 
largest number in the history of the club. 

Gifts were distributed and the results 
of a production contest were announced: 
F, C. Curley led in volume and D. E. 
Edmondson in number of applications. 

Clifton Maloney, president of the 
company, said that for real social service 
work nothing could equal life under- 
writing President Woodworth, of the 





The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
Permanent success can only be attained 


The companies that stay are the companies that pay 


agent can think favorably of that institution. 
through a permanent connection. 
the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CO. 


Harry H. Orr, General Counsel 
DIANA 


J.H. Leffler, Acting President John W. Dragoo, wn 
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Philadelphia Association of Life Under- 
writers, and other well known insurance 
men also addressed the meeting. Miss 
Katzenstein made a hit with clever 
jingles she composed for the occasion. 

A resolution of sympathy was adopted 
for the serious illness of Joseph C. 
Staples, financial secretary (formerly 
president) of the Philadelphia Associa 
tion. Mr. Staples is Philadelphia mana 
ger for the Pacific Mutual Life 


“Y” School at Oklahoma City 


A school in life insurance underwrit- 
ing will be opened by the Y. M. C. A 
at Oklahoma City, Jan. 21. The course 
will run 12 weeks, and be in charge of 
Charles Svkes, manager of the Mutual 
Benefit, who was for a number of years 
engaged in Y. M. C. A. work in Omaha, 
Neb. Instruction in the insurance school 
will be available two nights each week, 
for a session of two hours each night. 
The plan, submitted first to the Okla- 
homa Life Underwriters Association, 
has been indorsed by that body. 

Three classes of persons are sought 
to be reached by the insurance school 
Those who are experienced in the work, 
but seek further information and train 
ing; others who are just entering the 
business, and still others who have not 
yet taken the step, but desire to make 
life insurance their life work 


Inter-Southern’s Excellent Year 


Stanley Reed, secretary of the Inter- 
Southern Life, reported that the com- 
pany had gone through a very excellent 
vear. The company has during 1923 
been paid for more than $22,500,000 out- 
side of the reinsurance of the Indiana 
National, and shows an increase of over 
$25,000,000, now having approximately 
$88,500,000 in force. It is believed that 
the company will reach the $100,000,000 
mark by Sept. 1, 1924, and will work 
with that goal in view, planning a big 
convention at Louisville when that mark 
is reached. 

The company has no plans for enlarg- 
ing its territory during the coming year, 
planning to make a harder drive for a 
larger volume in the districts now 
worked. 





Lovelace Atlantic Life Speaker 


Griffin M. Lovelace, director of the 
New York University school of life in- 
surance salesmanship, has accepted an 
invitation to deliver the principal address 
at the Aces’ convention of the Atlantic 
Life to be held at Richmond, Va., Jan. 
16-17. Two preceding days the general 
agents of the company will hold a con- 
ference at the same hotel. 


Sets Continuous Production Record 


J. D. Goldsmith of the western Michi- 
gan division of the Sun Life of Canada, 
has just completed 200 consecutive 
weeks of continuous production, turn- 
ing in at least one application every 
week. During 48 consecutive months, 
his name has found a place on the 
special mention list and on 31 of thes¢ 
occasions his month’s total has exceeded 
$15,000, eight of them being $30,000 or 
more. 


Life Notes 


Allen Kirk, Jr., 
a recent arrival in the home of Dr 
Thomas Allen ae chief medical exam- 
iner at Roanoke, Va., for the Mutual Life 
of New York. 

Gus Harthun, secretary of the Milwau- 
kee Association of Life Underwriters 
assistant to E. L. Carson, manager 
of the Wisconsin and upper Michigan 
general agency for the Equitable, is still 
confined to his home by illness. Thougn 
his ailment is not of a serious nature, it 
necessitates his taking special care of 
himself during the present trying 
weather conditions, and prevents his ap- 
pearance at the office. 

Jerome Saltzstein, superintendent of 
agencies in the Wisconsin and Northern 
Michigan general agency of the New 
England Life. received as a Christmas 
present a brand new baby boy, who has 
been named Wallace Saltzstein. The 
newcomer is the prospective third gen- 
eration of insurance men in the Saltz- 
stein family. his grandfather being gen- 


Thomas is the name of 





eral agent in the same agency in which 
the father is employed, 
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+ Southland Life 


Insurance Co. 


HARRY L. SEAY, President 


Insurance In Force 


$73,000,000 


-sSSSFEh || 2 Admitted Assets 
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~—— $7,500,000 


The latest in approved policy forms. 


Disability Annuity Benefits with first payment 
IMMEDIATE. 


Waiver of Premiums without extra charge. 
Double Accidental Death Benefits. 


Sub-standard risks are handled as expeditiously 
as those on standard lives thus insuring to the agent 
a maximum of service. 


Advantageous agency contracts open to men of 
ability and integrity. Previous insurance experience 
not essential. 
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CLARENCE E. LINZ 


Vice-President and Treasurer, in Charge of Agents 


PHILIP N. THEVENET PAUL V. MONTGOMERY 


Vice-President and Secretary Vice-President and Actuary 


DALLAS, TEXAS 
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LOS ANGELES 


“The City of Opportunities’’ 


Home of a million people Each year brings over 100,000 more Richest people 
in the world-—per capita wealth $2,974; they invest their money as many broken 
sales records show. 

1918 1922 
BANK CLEARINGS , $1,547,065,051 $5,152,311,839 
BUILDING PERMITS . 8,678,862 121,206,787 
POPULATION ........ 400,000 1,000,000 


The first city in population on the Pacific Coast 

The ninth city in industry in the United States 

Leads the world in number of Automobiles per capita 

The richest country in value of farm crops in America 

The greatest lumber import port and the greatest oil export port in the United States 
The richest country in value of farm crops in America 

Logically located for South American, Oriental and Latin-American Trade 

An ideal climate—both Summer and Winter 

During the past year 1,500,000 people have visited Los Angeles 
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Come to Los Angeles to Live! 


Live here and enjoy the bountiful riches of Nature and work in an environment 
that is conducive to spirited selling activity—where, “things are humming” and 
progress made before your eyes. 
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Join the Home Office Agency of the oldest and largest life insurance company on 
the Pacific Coast. The new Multiple Protection Policy that “pays S-ways” is an 
“easy seller.” During October this agency wrote in eight counties over $7,000,000 
of new insurance. 


Pacific Mutual Life 


Pacific Mutual Building 


Los Angeles 
55 Years Old Assets $73,356,818.48 


JOHN NEWTON RUSSELL, Manager 
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‘‘Nothing humbler than ambition 
when it is about to climb.” 


Benjamin Franklin, the greatest American 
authority on ambition, made that observa- 
tion; and with equal truth he might have 
added that nothing is more aggressive in 
gaining its end, nor more conservative in 
its choice of means to that end. 


The Franklin has a splendid tradition for 
“Aggressive Conservatism.” Organized to 
render practicable the highest ideals of life 
insurance, it has maintained among its un- 
derwriters, as the first essential, the highest 
ideals of service—ambitious service. 


That other wonderful idea worded, “He 
profits most who serves best,” has been 
practiced by this company since 1884. Our 
men know it is true. 


The Franklin Life Insurance Company 


Springfield, Illinois 
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General Agents Wanted in 
Indiana 


We Offer We Want 
1. A Business of Your Own 1. A Man of Character 
2. With Permanent Income 2. Preferably Married 
3. Financial Assistance 3. Pleasing Personality 
4. Home Office Service 4. Persistant and Ambitious 
5. No Claims Contested 5. With Selling Experience 
6. Dependable Dividends 6. Age Thirty or Older 
7. Free Health Service 7. Now Well Insured 
8. Agents Training School 8. Anxious to Learn 


The Midland 
Mutual Life 
Insurance Co. 


“Its Performances Exceed 
Its Promises’’ 


Columbus, Ohio 





Over $58,000,000.00 In Force 
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Each One of These is a Real Help 


STANDARD BOOKS ON 
SALESMANSHIP 


Carl Slough’s Life 


solicitors. 
Issues extra All-Star Convention Number 
each year, free to subscribers. 
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Issued annually May 1. 
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How to Solicit, by J. B. Du: One 
valuable and x] Geo. ft Ge 


methods b 
general agents of the Pa 
exhausted; revised 
sued. 





register sent on al. tion 
of sheets, with or as monthly guides, in 
order. Attent 








In addition to the above we publish many leaflets and books on life insurance 
and can furnish promptly the publications of all other publishers. We have a 
complete printing office and bindery especially equipped to do insurance work 
and get out attractive advertising literature. 








The National Underwriter Co. 


CHICAGO NEW YORK CINCINNATI 
175 W. Jackson 80 Maiden Lane 420 East Fourth St. 





